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A Resolution for Humanity 


As we begin the New Year and think of world conditions, there 

= is One situation we must not overlook. How long is slave labor 
“ to be continued? This practice is cruel, inhuman, and merciless. 
If forgiveness is a spiritual virtue, it is time the world practised it. 


We remember, of course, the atrocities during the war, its cruelties 
and human suffering. But if we are to continue to take an eye for an 
eye, and a tooth for a tooth, are we not guilty of establishing the 
very policy over which we fought and which in time might destroy 
civilization? 


These men and women, first forcibly inducted into the war machines, 
and now into slave labor camps, separated from their families and de- 
nied the right to a measure of independence, cannot help but grow 
bitter towards life. They are to be found in many countries—slave 


labor is not confined to Russia. Have we reached the point where the 
cost of war to an individual, forcibly injected into it, is to mean 
life imprisonment? Are we in this day and age of presumably en- 
lightened civilization going to use means to the same end of which 
we so bitterly complained and against which we went to war? Surely 
the men and women who paid the supreme sacrifice would have more 
forgiveness in their souls than the living have displayed towards 
these unfortunate people. 


- We in this nation are in position to be of great help to people 
throughout the world. We have a right to demand some measure of 
return for this helpfulness. We have a duty to use our influence 
wherever possible to abolish this war slavery. We have a mission 
to reunite families and rescue these men from a living hell wherever 
it may be. 


We set our goals for business for the year ahead. We make cer- 
tain personal resolutions as to our own individual lives in the month 
of January. Let us, as a united people, resolve that the enemy has 
paid the price of his folly, and by deed and action let these people 
know the type of world for which we fought and for which we now 
enlist their aid. 


This should be our New Year’s resolution on behalf of humanity. 


HENRY H. oo 


EXECUTIVE MANAGER 
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F RAMED over the fireplace in the li- 
brary of Gunston Hall are these famous 
words expressing the dignity of man, 
“The rights of the people to be secure in 
their persons, houses, papers, and effects, 
against unreasonable searches and seiz- 
ures, shall not be violated . . .” In this 
notable room the fourth George Mason, 
statésman, constitutionalist, and philos- 
opher penned these phrases 
for the Virginia Bill of Rights, 
which later became the basis 
for the first ten amendments 
to the Constitution of the 
United States. Here also he 
is said to have helped his 
colleague, Thomas Jefferson, 
write the first draft of the 
Declaration of Independence. 





The basis of our Federal Bill of Rights 





George Mason 
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For his newly won 
bride, Ann Eilbeck, 
Mason employed a 
famed English archi- 
tect to build this col-- 
onial mansion of 
unrivaled beauty over- 
looking the banks of 
the Potomac in Fair- 

fax County, Virginia. Upon 
- its completion in 1758, he set 
about to develop the estate of 
7000 acres into an almost self- 
sufficient plantation with its 
own blacksmiths, carpenters, 
coopers, weavers and tanners. 
Celebrated guests frequent- 
ly visited Gunston Hall, in- 
cluding Lafayette and neigh- 
bor George Washington who “often 
rowed down from Mount Vernon in a 
4-oared gig . . . to visit his friend or take 
Sunday supper with him.” 

Failing health forced Mason to spend 
his later years in retirement but he was a 
constant source of counsel on questions 
of law and government. At a time when 
it was considered treason even to speak 
ill of the King, he became a 
champion of democracy and 
one of the first to speak out 
against slavery. 

In 1792 this man whom Jef- 
ferson called “the wisest man 
of his generation” was buried 
on the grounds of his Gunston FIRE 









“The rights 
of the people 


to be secure 


Formal garden and 192-year-old boxwood hedge 


Hall. Mason had been a genial, cultivated, 
well-read gentleman whose descendants 
were to include early governors of Mich- 
igan and California. 

The Gunston estate gradually deteri- 
orated after ownership passed from the 
Mason family in the 1860’s. Reduced to 
a lumber camp in 1912, it was rescued 
by its present owner who spent thirty 
years and a medium-sized fortune to re- 
store it to its former splendor. Although 
now privately owned, it will eventually 
pass to the State of Virginia under the cus- 
tody of the Colonial Dames of America. 


The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American Homes and the 
Homes of American Industry. 


* THE HOME « 
SPrsurance 


Company 


NEW YORK 
AUTOMOBILE =» 


MARINE INSURANCE 


3 





THREE VIEWS OF CREDITS 


What Does Management Expect? 


ness follies than that of going 

to the trouble of designing, pro- 

curing materials for, and fab- 
ricating a valuable article, and then 
finding that a faulty or too lenient 
credit policy, or a weak collection 
policy has prevented us from getting 
our money, with the ensuing waste 
of the salesman’s time in selling the 
order, the manufacturing depart- 
ment’s time in making it, plus the 
time spent by the various interven- 
ing departments and with possibility 
of some collection expense thrown in. 

Remember if you are fortunate 
enough to make 10% profit on your 
sales, you must make 9 more sales 
of the same size to offset the loss 
on the one you didn’t collect. 

The devices and services for inves- 
tigating a prospect’s credit are 
known to all of you, and the only 
suggestion I might make here is 
that it is never prudent to refrain 
from spending any reasonable sum 
for information. This also applies 
to the element of time, since the 
credit man should take whatever 
time is required to carefully analyze 
and evaluate the information on 
which he bases his judgment of the 
risk. This, it goes without saying, 
often involves overtime work. 


= There are few greater busi- 
he 


Experience of Great Value 


But, beyond this, there is unques- 
tionably a certain instinct, or percep- 
tion, or feeling that comes only with 
experience. All the investigating 
and intelligence in the world will not 
protect the inexperienced credit man 
from loss. And, this matter of ex- 
perience applies not only to an evalu- 
ation or appraisal of credit informa- 
tion, but it is also most important 
in subsequent credit granting after 
the initial line has been established. 
And, while I shall touch upon the 
matter of collections in a few mo- 
ments, yet in that field, too, the 


: 


by J. H. McNerney 


Secretary-Treasurer 
OWENS - ILLINOIS GLASS CO. 
Toledo 


matter of experience is of great 
value in remembering to what de- 
gree the person who is about to be 
written regarding an overdue ac- 
count, or an unearned discount, is 
responsive or sensitive to a particular 
kind of collection approach. 

And, further, so far as the element 
of time waste is concerned, we have 
always requested—and we get—the 
cooperation of our sales people in 
obtaining tentative or preliminary 
credit approval before a salesman, a 
sales division, or one of our bottle 
or closure designing engineers 
spends any appreciable time with 
or on a prospective customer. And, 
to the greatest extent possible, our 
credit department contacts customer 
direct on collections and, in so doing, 
we feel we are conserving the time 
of our sales people, particularly 
those in the field, saving them from 
some friction and thus enabling them 
to give the maximum of their time 
to selling and sales problems. 


Management Aspects 


With less tax funds to finance the 
debtor, with inventories expanding, 
and turnover of inventories and ac- 
counts receivable slowing down, cus- 
tomers are seeking long credits and 
are borrowing from banks. The com- 
mercial loan portfolios of some 
banks are at high levels, because 
customers have been unable to retain 
enough profits in the business to 
maintain a sufficient ratio of working 
capital to sales volume. Manage- 
ment expects the credit man to look 
ahead sufficiently to avoid commit- 
ments and relationships which will 
be costly a year hence. 

Management will expect the credit 
man to be prompt in his judgments 


and in announcing his decisions. It 
will recognize that he must say “‘no” 
to business which would keep idle 
wheels turning. Management ex- 
pects his timing and his decisions to 
be sound and depends on him to 
convert potential profits into cash. 
Where the credit man has apprehen- 
sions, Management expects him to 
make them known, to press his 
viewpoint if it is not already re- 
flected in the credit policy of the 
firm, and see to it that it is under- 
stood and. accepted by the sales 
force. 


Sales Cooperation Aspects 


... Further the credit man should 
be not only permitted, but encour- 
aged, to take part in trade meetings, 
discussion groups, and at company 
expense. 

Cooperation with the Sales De- 
partment is a necessary and wel- 
come part of our credit operations, 
although there has always been a 
clear-cut distinction between sales 
and credit. ...I am glad to say 
that we have consistently satisfied 
the Sales Department by our credit 
policies and customer relationships. 
We never hesitate to travel when we 
think there is any need for it or 
when the salesmen request it. 


Do you think the name 
“Credit Manager” truly rep- 
resents the professional status 
of your department? 

Turn again to page 32 of 
the December issue and note 
the letters to the editor on this 
subject. Mr. Griesinger, in 
his article starting on page 6 
of this issue, suggests the name 
“Business Engineer.” What 
are your ideas? Send them 
along. 
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It would be quite difficult to 
cover all the important phases 
kk of the successful operation of 
a Credit Department. How- 
ever, let us cover some of the activ- 
ities of a Sales Department in order 
that we might all better visualize the 
important duties of the Credit De- 
partment as viewed from the sales 
standpoint. 

First, management establishes its 
policy and the best combination of 
working capital, production capac- 
ity, distribution area, advertising 
and sales promotion activities are 
determined for the most profitable 
and efficient operation of a business. 
Then the Sales Department must 
inaugurate its operation with the 
assistance of the Credit Department. 


Profit and Service First 


To be a successful credit or sales 
executive there must always remain 
uppermost in our minds two very 
important words—profit and service. 
Profits are essential for our every- 
day existence; service, because we 
cannot live for the day and forget 
tomorrow. Business profits do not 
come from making things, but from 
selling the things that business 
makes. Every business to exist has 
got to make a profit, or ultimately 
make an assignment to its creditors. 
Not only business, but America has 
got to make a profit or your savings 
and mine, our life insurance, our 
Government bonds, and our every 
way of life are worth about as much 
as your last year’s straw hat. There- 
fore, before the Credit Department 
assumes any responsibility, we must 
have a successful sales organization 
to sell the things your business 
makes or has for sale. 


Break-Even Point Rising 


During the last few years we have 
heard a great deal about production, 
wage and salary policy, maintaining 
prices and a policy to avoid depres- 
sion. We cannot have high wages 
without increased production. In 
spite of high profits few business 
men rest easily these days. One 
major reason is that most of them 
have watched the “break even” point 
of their business—the point at which 
production begins to show a profit— 
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What the Sales Department Expects 


by O. O. LEWIS 


Asst. General Sales Manager 
FAIRBANKS, MORSE & CO. 
Chicago 


climb steadily. This is a clear 
signal that profits will shrink fast if 
sales fall off. 

The main reason why “break 
even” points have risen is of course 
the fact that labor costs have far 
outstripped price increases. The 
average hourly earnings in manu- 
facturing are nearly double what 
they were in 1939, Whereas, manu- 
factured prices are up about 65%. 
Nevertheless, corporate profits after 
taxes have more than trebled be- 
cause the -volume of business has 
increased more than enough to off- 
set the rise in “break even” points. 

Business as a whole is operating 
at close to capacity right now, so 
fixed overhead costs can be spread 
over a greater number of units than 
in 1939. That makes possible a 
great enough saving to permit indus- 
try to pay double the 1939 wages 
and still make a profit. But be- 
cause “break even’ points have 
risen industries can continue to pay 
high wages only so long as volume 
stays high. A decline in volume 


would automatically eat into the 


saving, in overhead, and unless ways 
could be found to cut costs, business 
would very soon reach the point of 
vanishing profits. Indeed, most 
companies would see their profits 
vanish long before output declines 
to the “break even’ point as now 
calculated. 


Role of Credit Department 


You may be thinking, “what has 
all this to do with the Credit De- 
partment?” Simply this, the in- 
creased production and sales are 
necessary as I have outlined to 
produce a satisfactory profit. In- 
creased sales mean increased credit 
extension. Unless the credit execu- 
tive can correlate these thoughts, 
then sales will be curtailed and like- 
wise profits affected. 

Competition will soon call for a 
return of merchandising to tip the 
scales in favor of the manufacturer 
who not only makes a good product, 
but backs it with smart merchandis- 





ing ideas. You as credit executives 
should think about the future as it 
relates to your work. Do you fore- 
see exceptional opportunities ahead, 
or are you so troubled by today’s 
problems and difficulties that you 
cannot see the silver lining in the 


cloud? Yet, there is that danger 
of too liberal extension of credit 
which may jeopardize chances for 
more stable prices. The first essen- 
tial for you today is to get a sound 
perspective and a positive mental 
attitude. 

Your company has unquestion- 
ably taken care of the problems with 
which they have been confronted in 
production, wages, capital invest- 
ment, research, etc. You who are 
responsible for credit must work 
with the sales departments closely 
enough to know the relationship of 
sales volume to that point which is 
necessary for your company to show 
a profit. 

You should be able to convince 
salesmen that you are more than a 
necessary evil. Here is an oppor- 
tunity for the credit manager to do 
some real educational work with 
the sales, organization. Too few 
salesmen understand the importance 
of a capable credit department. They 
do not understand or appreciate 
how valuable a sound, yet liberal, 
credit department can be in effect- 
ing sales. 


Must Educate Salesmen 


Salesmen are not accountants— 
they dislike details. They frequently 
do not understand fundamentals’ 
underlying credit, financial reports, 
or the importance of proper terms 
of sales to profits. Here is cer- 
tainly a responsibility of the credit 
department—the creation of a mu-: 
tual understanding of each other’s 
problems. Sales are made usually 
under highly competitive conditions. 
The salesman’s income is dependent 
on a satisfactory volume. A nega- 
tive decision by the credit manager 
after a hard earned sales victory 
does not tend to improve the rela- 
tionship between the sales and credit 
departments. Likewise, sales ex- 
pense and profits to the company 
are lost. Too conservative a policy 
by the credit department has not 
only not helped profits, but has 
prevented management from realiz- 
ing the proper return on their capital 
investment. 





The sales department expects 
from the credit department suff- 
cient vision to foresee the pur- 
chaser’s ability to pay, as well as 
the hazards of credit extension. 

It would seem to me that the most 
serious problem confronting the 
credit executive today is the con- 
trolling of credit so that it can ab- 
sorb the increased volume of sales 
that is necessary to maintain pro- 
duction on a better than “break- 
even” volume. 

There is no implication in these 
remarks that credit is to be based 
on sales possibilities or on anything 
other than a sound financial basis. 


Helping Exclusive Dealers 


Your first reaction might be that 
we need additional or other sales 
outlets with greater financial re- 
sources. However, | believe that 
most manufacturers who handle 
their products through dealers and 
distributors find it highly desirable 
that these outlets be on a more or 
less exclusive basis. In other words, 
it is not good sales management to 
set up competitive dealers or dis- 
tributors in the same territory. 
Therefore, in establishing a dealer 
or distributor in any one territory, 
the sales department should first 
determine the sales possibilities for 
the territory in question and _ this 


information should then be passed 
along to the credit manager as a 
guiding factor in approving credit 
for the prospective dealer or dis- 
tributor within credit limitations of 
the dealer or purchaser. It is for 
the credit manager to approve the 
credit of the prospective dealer or 
distributor with a credit limit that 
would make it possible to meet the 
sales quota for that particular ter- 
ritory. I realize that certain credit 
limits are necessary, but you must 
not underestimate the credit limits 
of your customer. Low or under- 
estimated credit limits often mean 
that your customers may buy only a 
small percentage of their require- 
ments from you and the largest per- 
centage from your competitors. You 
must be sure that you are getting 
all the business from your customers 
which their financial condition per- 
mits. 

If a great number of accounts are 
approved by the credit department 
for only a limited amount of credit, 
you will find that the sales volume 
is reduced to a point where produc- 
tion capacity must be curtailed and 
will soon discover that sales have 
dipped below the “break-even” 
point. Very often production can- 
not be curtailed quickly enough to 
avoid building up an excessive in- 
ventory, which is one of the very 


What the Credit Department Expects 


from Management and Sales 


The credit executive of a 
southern textile machinery 
ly manufacturer answered an 
urgent ring of his telephone. 
“The boss wants you in his office 
right away,” said the operator, 
crisply. Our friend suddenly felt 
shaky—the president was a demon 
on expense accounts. He didn’t ap- 
prove of credit department travel, 
believing that agency reports and 
facts from salesmen were quite suffi- 
cient to make a credit decision. The 
credit executive had disregarded in- 
structions, however, and had just 
returned from a two-day trip to 
investigate a substantial delinquent 
account. He squared his shoulders 
and entered the front office, leading 
with his chin. 
“Look here,” roared the Boss. 


by FRANK GRIESINGER 


Credit Manager 
LINCOLN ELECTRIC CO. 


Cleveland 


He threw down a telegram an- 
nouncing a creditors’ meeting and 
urgently requesting the boss’ assist- 
ance. The credit executive breathed 
a sigh of relief, because he recog- 
nized the name of one of the boss’ 
personal friends to whom $50,000 
had been advanced some months 
earlier to start a business. Subse- 
quent investigation made after the 
boss had committed himself indi- 
cated the friend was a capable engi- 
neer without prior business experi- 
ence. The credit executive had 
expected the worst from the begin- 
ning. 


serious problems confronting man- 
agement today. 


Avoid Over-Expansion 


Credit policies should of course 
avoid undue expansion. It is my 
thought trade associations could 
greatly improve their reporting 
facilities with better statistical in- 
formation and credit departments 
should cooperate in furnishing this 
type of information. 

I definitely feel that the capable 
credit executive who is alive to his 
responsibilties can and will control 
an orderly movement of credit and 
by the combined effort of the credit 
profession control and keep business 
on a safe and even course. You 
must not overlook the investment 
your company has made in securing 
and selling its customers and also in 
establishing the good will of those 
customers. Every effort should be 
put forth to maintain this good will. 
Our goal should be to obtain the 
maximum volume of sales with mini- 
mum losses. Every credit manager 
who is alive to his responsibility is 
just as interested as the sales man- 
ager in attaining maximum sales 
volume. What we need today more 
than ever before, is “credit-minded”’ 
salesmen and “sales-minded” credit 
men. 


The boss was brief. “I’m giving 
you a temporary leave of absence, 
Joe. There is $50,000 of my money 
involved in this mess. It looks like 
you were right and I was wrong. 
Now get down there as quickly as 
you can and do whatever is necessary 
to save the business.” 


Reorganization is Successful 


The credit executive mustered all 
his training and experience. In brief, 
he conducted a thorough study and 
analysis of the distressed business. 
He analyzed the factors responsible 
for the trouble. He investigated re- 
ceivables, inventories, raw mate- 
rials, bank and creditor liabilities, 
labor, overhead, costs and checked 
sources of additional capital. He 
lined up creditors and was elected 
chairman of a supervising com- 
mittee, assigning tasks to the mem- 
bers. Competent legal, accounting 
and general supervisory services 
were secured. 

When management looked sound 
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on the reorganized basis, Washing- 
ton contacts were utilized, a profita- 
ble contract was secured and a per- 
formance bond underwritten by par- 
ticipating creditors. The man who 
had been primarily responsible for 
the poor business management was 
retained in an engineering capacity 
only, at which he excelled. Within 
two years, the red figures faded and 
one morning the boss’s . secretary 
announced a visitor. The grateful 
fellow who strode through the door 
proudly presented a check for $50,- 
000 plus 5% interest and told the 
boss the first-hand story of the ex- 
cellént job the credit executive had 
performed. 

When the boss saw that check, 
heard the story and observed a re- 
habilitated and successful customer 
again buying his product he de- 
cided the services of his credit 
executive needed some _ re-evalua- 
tion. Next day, the firm had a new 
Assistant Treasurer. 


Credit Man—Business Engineer 


How many companies still expect 
a $40.00 clerk, sitting at a desk all 
day to perform the duties of credit 
management ? The men like Joe, who 
are capable of doing the kind of job 
he did, are professional management 
experts. Their knowledge and ex- 
perience embrace the entire field of 
business engineering. 

Let’s look briefly at accounting. 
Accountants have long ago achieved 
a professional status in their work. 
Yet the accountant works only with 
figures and financial data and usu- 
ally follows rules and regulations 
founded on past practice and tradi- 
tion. In comparison, the profes- 
sional credit executive, unfettered 
by the past, can reach out in the 
broadest sense and utilize his in- 
genuity and initiative to solve the 
management problems of his cus- 
tomers and his own firm. Thus, 
let’s call the credit executive by 
another name, which professionally 
he truly is, a business engineer. 


Give Him His Due 


This business engineer of yours, 
the professional credit executive, ex- 
pects to give sales and management 
some expert help in the problems of 
the business in addition to his basic 
responsibilities. 
he expects you sales managers and 
chief executives to observe certain 


At the same time, . 


Credit’s Place in Business 


Just what is the professional status of the Credit De- 
partment? At its November meeting the Toledo Asso- 
ciation of Credit Men invited three leading business 


executives to give their views on the subject. 


A cor- 


poration officer was asked to tell what Management 
thought of the Credit Department. Then a Sales Man- 
ager for a large company was asked to give the Sales 


Department’s views. 


Finally the Credit Executive of 


one of the larger manufacturing plants in the mid-west 
was asked to tell what the Credit Department thought 
of Management and also of Sales. The moderator was 
J. B. Fenner, Treasurer, Electric Auto-Lite Company. 
The Editors are happy indeed to present these THREE 


VIEWS OF CREDITS. 


principles in your relationship with 
him, 

I. Respect the judgment and opin- 
ions of your credit executive. 

This expert of yours is going to 
expect a position in the firm which 
is commensurate with his individual 
and expert knowledge of business 
operation and financial management. 
To secure real value from his 
abilities : 

a. Get his opinion on 

making and changing. 

b. Let him operate his depart- 
ment in his own way once policy 
has been determined. 

c. Once he makes a decision, sus- 
tain him. Point out his mis- 
takes afterwards, but never go 
over his head. 

cd. Welcome his suggestions at all 
times. 

e. Ask him for regular reports 
on results achieved in his de- 
partment. 

f. Keep him regularly informed 
on management matters. 

g. Encourage him to participate 
in the educational, social and 
professional activities sponsored 
by his local and _ national 
Credit Associations, so that he 
may receive full value and 
broadening business contacts 
from those organizations. 

h. Groom him constantly for the 


policy- 
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higher position for which he 
has been studying. 

II. Encourage your credit execu- 
tive to travel and associate with the 
company’s customers and sales rep- 
resentatives. 


Credit Man—Diplomat 


Another boss in a midwestern 
city blistered his hands one sunny 
morning on a sizzling two-page let- 
ter which came from a distant cus- 
tomer. It seems the customer was 
still owing for some wood-working 
equipment delivered eight months 
ago. The credit executive, making 
no progress by mail, finally asked the 
district sales manager in that city 
to contact the gentleman by phone 
and to find out exactly what was 
causing the delay. The customer 
claimed the equipment was poorly 
engineered and unsatisfactory. The 
sales manager knew it was good 
equipment and said so. Both men 
lost their heads and proceeded to 
cuss each other out. This fiery docu- 
ment came to the boss the next day, 
announcing the permanent severance 
of all diplomatic relations, the re- 
turn of the equipment and express- 
ing the wish that the unfortunate 
sales representative might experi- 
ence eternal brimstone. 

The boss took a deep breath and 
passed the letter on to the general 
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sales manager. That gentleman 
took a stiff drink of cold water, let 
the letter cool for a half hour and 
laid it gingerly on the credit execu- 
tive’s desk. He by coincidence was 
journeying to the offended cus- 
tomer’s city the next day. What 
happened? You guessed it-—our 
friend the business engineer applied 
some psychological principles he had 
been reading about, enlisted the co- 
operation of the offended debtor’s 
secretary, secured some information 
on his good qualities, characteristics 
and general reactions, studied proper 
strategy, wrote a letter designed to 
touch the customer’s personality in 
the right places, collected the money, 
convinced the buyer that the equip- 
ment was a profit-making tool, and 
received an offer of a job in the 
bargain. 

Now—what are we trying to 
prove? Simply this—the broad 
talent of the professional credit ex- 
ecutive must be used in direct per- 
sonal contact with the customer. 
Travel for the sake of travel is a 
waste of company time and money, 
but travel for the sake of solving 
a pressing collection problem, or un- 
covering an additional profitable 
sales outlet, or straightening out 
an unfavorable financial trend in an 
important distribution link—that 
kind of travel is going to increase 
sales, build good-will and reduce 
losses for the firm. The favorable 
contacts made may salvage a re- 
ceivable in a coming crisis when 
other less-enlightened firms may 
await the auctioneer’s hammer. - 

Ill. Let your credit executive 
assist in the training of the com- 
pany’s field representatives. 

At Lincoln Electric we enjoy a 
uniformly pleasant relationship with 
sales management and our field 
engineers. We enjoy traveling with 
our men—they appreciate our point 
of view and we try to understand 
theirs. One of the factors respon- 
sible for the friendly feeling is the 
training each new sales engineer 
receives in the credit department 
before he goes out into the field. I 
don’t mean to infer that our sales 
student spends a week or a month 
with us, as usually a day is sufficient. 
But we cram a lot of information 
in that day of instruction and follow 
up our teaching with an examina- 
tion based on a practical field prob- 
lem involving sales and credit 
policies. 
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The credit executive becomes an 
expert on sales policy as well as on 
credit policy. Many sales problems 
end up in his lap, with customers 
refusing to pay because of pricing 
mistakes, discounts claimed, guar- 
antees to be made good, merchandise 
to be traced or damaged goods to be 
replaced. The new salesmen, who 
must meet and solve these problems 
and pacify complaining customers, 
can be briefed by the credit depart- 
ment on time-tested methods and 
ideas which will adjust the dispute 
and collect the money. 


Credit Training Saves Time 


Further, as sales executives will 
quickly grant, it is most important 
to reduce the salesman’s paper work 
to a minimum so that maximum time 
may be devoted to selling. Train- 
ing by the credit executive will point 
out where credit reports, special 
contracts and other paper work 
may be safely omitted. 

The sales-minded credit execu- 
tive is resourceful. He will insist on 
the opportunity to review all orders 
which the sales force can produce. 
Usually he can find some way to 
ship the merchandise, resulting in a 
minimum of rejected business. 
Training the salesman to appreci- 
ate this attitude of his credit depart- 
ment will build company profits 
through the additional volume result- 
ing from acceptance of marginal 
business. 

Many companies offer their cus- 
tomers attractive credit terms such as 
time payment arrangements with 
low interest, advance dating and 
floor planning services. Education 
of salesmen along these lines will 
give them valuable ammunition in 
their customer calls. 

Sales executives should welcome 
the credit department’s practice of 
sending copies to salesmen of all 
letters written to customers. In 
this way the sales force may make 
available their knowledge of any 
situations which affect collection of 
invoices and can give helpful sugges- 
tions on proper collection approaches 
to individual problems. 

IV. Let your credit executive 
help sell the product. 

Through letters and personal con- 
tact, your credit department is a 
constant custodian of your customer’s 
good-will. Thus, you will want to 
aid your credit executive in making 


“competition takes over, 


his policies and methods sales-con- 
scious to a maximum degree con- 
sistent with financial health. 


Obviating Delays 


At the same time, your credit 
executive can help you increase 
sales in many ways. Perhaps you 
have been disturbed by an order 
which has been delayd in the credit 
department pending payment of an 
old account. In that same depart- 
ment are a number of resources 
which, if utilized, will make that 
held order seem pretty unconse- 
quential compared to the new busi- 
ness secured. 

For instance, at Lincoln Electric, 
we have a credit index card file used 
for quick order approval. The cards 
of inactive customers must be re- 
moved after a certain period to 
permit file flexibility. Instead of 
destroying the cards of customers 
who have been off the books for two 
or three years, we turn them over 
to our sales manager, who distrib- 
utes them to branch offices for anal- 
ysis. Additional profitable business 
may develop from sales efforts on 
those inactive accounts. 

Similarly, the credit executive has 
important information on the finan- 
cial strength and management trends 
of important outlets in the firm’s 
distribution scheme. His expert eye 
spots trouble in time to enable sales 
and credit to make correction before 
Periodic 
checking on the management of 
distributors can be most helpful to 
sales personnel. 

Did you realize that your credit 
department’s agency reporting man- 
uals can be a valuable source of sales 
prospects? Let your credit execu- 
tive show you how salesmen can use 
Dun and Bradstreet pocket-size 
manuals to double-check their cov- 
erage of the possible prospects in 
any given district. It’s easy to do, 
and it may point out some outlets 
for your product which have been 
overlooked. 

Finally, your business engineer in 
the credit department gets around a 
lot. He knows the difference be- 
tween a well-managed dealer and 
distributor and a bad one. His ex- 
perience in stock-control, display, 
general merchandising, accounting 
system and management appraisal 
may turn a low-volume outlet into a 
real producer. Encourage him to 
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study and help those customers— 
their gratitude and good-will are 
going to help you entrench your 
position and build sales. 


V. Use the analytical ability of- 


the credit executive in your com- 
pany’s own management analyses. 


It stands to reason that your pro-y. 


fessional credit executive can apply 
his business engineering skill not 
only to the problems of your cus- 
tomers, but to the interpretation 
and analysis of results in your own 
business. 

Suppose your credit executive 
comes to you and informs you that 
he can save you hours of valuable 
time by converting those columns 
of cost and result figures into easy- 
reading, percentage-based graphs 
and charts. If you could look at a 
picture instead of analyzing columns 
of figures and come out with the 
same result, wouldn’t you do it the 
easy way? 

Every credit department constant- 
ly uses variations of ratio analysis 
to measure financial strength and 
management ‘progress of the firm’s 
important customers. This skill 
can be adapted to your own busi- 
ness results. These techniques can 
be utilized further through your cre- 
dit executive’s aid in the prepara- 
tion of your annual reports for 
-suei} ‘siapjoyys0js pue saaAojdure 
forming dull figures into interest- 
ing pictures. 


Decreasing Paper Work 


The training and experience of 
your credit executive in general 
business systems and time-saving 
methods may qualify him as an ex- 
pert in decreasing paper work in 
your office organization. Proper 
design, consolidation and elimina- 
tion of business forms, carried on 
under his jurisdiction, will reduce 
your costs. 

Also, as your credit executive 
uses correspondence so much, you 
will find him an expert on speedy, 
economical and tactful handling of 
letter-writing problems. Credit cor- 
respondents know the psychology 
of adjustment letters and the basic 
principles of good sales letters. Per- 
haps a general overhaul of your cor- 
respondence handling throughout 
the office, with emphasis on cus- 
tomer good-will-building will pay 
dividends. Again, your credit ex- 
ecutive thus can reduce your costs 
and increase your sales. 


VI. Give your credit executive 
the tools he needs to do his job. 

Management men are continually 
hammering away at their plant 
superintendents to reduce scrap 
cost; and at their purchasing agents 
to buy economically. As Ed Moran, 
Central District Manager of the 
National Association of Credit Men, 
so ably points out, a bad debt is a 
business expense too, and is deserv- 
ing of good machinery to reduce the 
number of scrapped accounts. 

Your credit executive must have 
a generous budget and freedom to 
move within the budget as he sees 
fit. As a business engineer, he is 
cognizant that every dollar of ex- 
pense used in running his depart- 
ment comes out of profit, just as do 
bad debts. Consequently, he will do 
his best to utilize time and overhead- 
saving machinery and systems. He 
will also carefully restrain himself 
from elaborate precautions to avoid 
loss if the precautions. cost more 
than the reasonable loss expectation. 
But if he is a true executive, he will 
employ another clerk before he sub- 
merges his own management talent 
in detail. 

VII. Pay your credit executive 
commensurately with his talent. 

This credit executive of yours, 
who travels among your firm’s cus- 
tomers, and who appraises manage- 
ment results, soon learns that a good 
deal of money can be earned by the 
resourceful entrepreneur. The 
thought is going to enter his head 
that he can put his knowledge of 
profitable operation to good use in 
a business of his own. That’s when 
chief executives are going to under- 
go some close inspection of their 
compensation policy. 

The professional credit executive 
who incorporates the abilities we 
have been discussing is a man 
they'll want to push forward in 
their organizations. He is deserv- 
ing of compensation in keeping with 
his talent and abilities. 

After all, they are entrusting him 
with the entire care of their receiv- 
ables. Have they ever figured the 
percent of total assets represented 
by their receivable accounts? Their 
man is looking after an important 
segment of their business. As he 
must convert the results of their 
sales efforts into cash in the bank, 
his effort is certainly comparable 
and complementary to a chief sales 
executive. Is he similarly paid? 
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That business engineer heading 
the credit department, with his 
breadth of experience, his long study 
and training, his analytical mind, 
his expert writing ability, his 
knowledge of human motivation and 
the reaction, his economical depart- 
ment operation and his continual 
work in building sales and goodwill 
is worthy of substantial compensa- 
tion. Pay him well, and you assure 
yourself of his continued loyalty and 
service to the company. 

In summary then, the credit ex- 
ecutive is a. professional business 
engineer. In view of the standing 
he should enjoy in your firm, he 
will expect sales and management 
to observe the following principles: 

1. Respect his judgment and 
opinions. 

2. Encourage him to travel and 
associate with the company’s 
customers and sales represen- 
tatives. 

3. Let him assist in the training 
of the company’s field repre- 
sentatives. 

4. Let him help sell the product. 

5. Use his analytical ability in 
your own management analyses. 

6. Give him the tools to do the 
job: 

7. Pay him commensurately with 
his talents. 

Give the credit executive these 

opportunities and he'll climb rapidly 
up the ladder of achievement. 


Bank Publishes 
Aids to Aspiring 
Small Businessmen 


The Small Business Advisory 
Service of the Bank of Amer- 
ww ica has produced a series of 
pamphlets designed to assist 
those who want to go into business 
for themselves. Very briefly the 
pamphlets deal with such problems 
as the nature of the business, the 
personal qualifications needed by its 
proprietor, capital requirements, 
location, equipment and _ layout, 
record-keeping, law, taxes and in- 
surance. 

Considering the small space at its 
disposal in these pamphlets, the 
bank has done a very good job, and 
the information in them gives the 
aspiring businessman a good idea 
of what he is up against, and that 
in itself is a good thing. 





Determining the Break-Even Point 


A Discussion of Credit Concepts Past and Present 


by THEODORE JASSON 


Business Consultant 
New York 


From the days when barter 
formed the. only means of 

Ww trading, and credit was prac- 

tically unknown, the credit 
executive has never been as carefree 
as he has been in the last eight 
years. 

Shaken out of his hibernation, he 
emerges into a world that he had 
long forgotten. He must now ad- 
just himself to a set of new condi- 
tions as anomalous as they are 
dangerous. 

The methods of old that he had 
been resorting to in appraising a 
credit situation, he finds, are no 
longer quite adequate, if he is to 
avert risks at no sacrifice of sales 
volume. 

How is he to proceed to readjust 
himself? He must completely change 
his approach to the study and anal- 
ysis of Financial Statements in gen- 
eral and of Operating Statements 
in particular. 


Study Cost Factors 


The determination of Fixed and 
Variable Elements of Cost form the 
keystone in the analysis of a given 
credit situation. Its value to the 
credit executive, who also happens 
to be versed in the mysteries of cost 
and financial accounting, cannot be 
overestimated. 

There is no fixed or predeter- 
mined rule as to what percentage 
of the total cost can be variable or 
fixed. This will vary with each 
industry. 

Financial Statements should not 
only reflect changes in inventory 
but also the path profits are taking. 
This can be accomplished only if 
and when the required controls and 
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EXHIBIT “A” 


Break-even Sales Volume 
Company “A” 

Sales for the period. 
Variable Cost .. 


"$780,000 78.0% 
Fixed Cost 


120,000 12.0% 


Total Cost (Variable & Fixed ) 


Net Profit 


Sales for the period.. 
Sales at Break-even Point 


Margin of Safety (Sales over and above the break- 
even point) . - 

Total V ariable Cost ba r 

Less Variable Cost at break-even point 425,454 


Variable Cost balance 


Net Profit 


EXHIBIT “B” 


Break-even Sales Volume 
Company “B” 
Sales for the period 
Variable Cost .. 
Fixed Cost 


$700,000 70.0% 
200,000 


Total Cost (Variable & Fixed ) 


Net Profit 


Sales for the period 
Sales at Break-even Point 


Margin of Safety, sales over and above the break- 

even point volume eae we eile ea iis 
Total Variable Cost .... ‘ .. $700,000 
Less Variable Cost at Break- -even Point 466,666 
Variable Cost Balance 


Net Profit 
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900,000. 


$100,000 


454,546 


354,546 
$100,000 


$1,000,000 
666,666 


333,334 


233,334 
$100,000 








the necessary economic accounts are 
maintained in the general ledger. 

Whatever extra clerical cost may 
be incurred in getting the required 
data will be more than offset by the 
thorough control that can be had of 
the business activities. Eventually, 
such analyses will enable manage- 
ment to eliminate any and all ill- 
directed efforts and all unnecessary 
expenses, finally culminating in an 
all around reduction of cost. 


The Break-Even Point 


Having ascertained the Fixed and 
Variable elements of cost, the credit 
executive is now ready to determine 
the “‘Break-even Point.” This is the 
sales volume point at which the 
costs and expenses will be absorbed 
without any net loss being incurred 
or any net profit being earned. In 
short, the break-even point is ex- 
actly what it says it is—the point 
where losses turn to profits or 
where profits turn to losses. 

The importance that may be at- 
tached to such figures can be seen 
from the following two exhibits. 
Two companies are doing an equally 
profitable business, both showing 
the same net profit on the same 
business volume. Yet one, measured 
by the yardstick of its possible 
chances to meet the exigencies of 
sudden, adverse changes in our na- 
tional economy, may well have a 
greater earnings potential. This is 
reflected in the lower “Break-even 
Point” under which it operates, as 
a result of which the company is 


BREAK-EVEN SALES VOLUME 


ca 


gc, ae 00,000 Vaviable Cost Bo 
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£00,000 


100,000 


provided with a much larger margin 
of safety, which is evidenced by the 
sales volume over and above the 
“Break-even Point.” 


Watch Fixed Overhead 


It can be readily seen from the 
two exhibits that Company “A” con- 
stitutes a far better credit risk than 
does Company “B.” Should a pe- 
riod of declining sales set in, Com- 
pany “A” could absorb a drop of 

745.5% in sales, as against 33.3% of 
Company “B,” before its sales 
volume would fall below the break- 
even point and begin to register 
losses, 

In other words, it isn’t the amount 
of profit that a Company makes on 


A* 


* 200,000 Fixed Cost 200 
_100,000 Net Profit _10.0 


$ 1,000,000 100.0 





BREAK-EVEN CHART - COMPANY A 


Z BREAK-EVEN SALES VOLUME 


ee 

















545,454 


% 
78.0 








780,000 Variable Cost 


* 120,000 Fixed Cost ae" 
100,000 Net Profit 10.0 
§ 1,000,000 \ 100.0 





a given volume of business that de- 
cides its desirability or the degree 
of credit risk involved; rather, it is 
the amount of Fixed Overhead, with 
which it is saddled, that ascertains 
how it will fare in the event of a de- 
crease or increase in volume of 
business. 

Of course, the time-honored means 
of evaluating credit risks may still 
be used to advantage: 

1. The Current Ratio. 
2. Net Profits to Net Sales. 
3. Net. Profit to Tangible Net 


Worth. 
4. Net Profit to Net Working 
Capital. 


5. Average Collection Period. 

6. Ratio of Net Sales to Inven- 
tory. 

7. Net Working Capital repre- 
sented by Inventory. 

8. Percentage of Inventory cov- 
ered by Current Debts. 

9, Fixed Assets to Tangible Net 
Worth. 

10. Current Liabilities to Tangible 
Net Worth. 

11. The Ratio of Turn Over to 
Net Sales. 

12. Net Working Capital repre- 
sented by Funded Debt. 

13, Wages per dollar of Operat- 
ing Profit. 

14. Wages per dollar of Net Sales. 


15. Total . Assets per Wage 
Earner. 

16. Total Assets per dollar pay- 
roll. 


17. Comparative Financial State- 
ments covering a period of 
years. 


(Continued on Page 16) 





Credit As A Management Aid 


Services Not Limited To Accounts Recetvable 


“Say, Joe, we are figuring on 
buying 20,000 thermostat con- 

Ww trols for that new line of 

Mother Hover Brooders. I 
have some samples here from two 
different outfits that test out pretty 
well. Will you get a line on their 
credit ?” 

“Sure, Randall,’ came the ready 
answer from the credit manager of 
Lastword Farm Equipment Com- 
pany. “Just give me the names.” 

“Well, here’s the Unitherm Com- 
pany of Melton, Illinois. And the 
other one is in Chicago. N-e-v-a 
V-a-r-y, Inc.,” Randall spelled into 
the receiver. 

“T’ll call you as soon as the re- 
ports are in.” 

“Good. I’ve got to act quickly. 
Delivery is rugged on this type 
stuff. Most places are not accepting 
new business at all, and the best 
promise I can get from either of 
these fellows is a thousand a week 
starting in six weeks after the order 
is placed.” 

“Well, that ties in with produc- 
tion, doesn’t it?” 

“Not quite. And besides, I can’t 
very well use both sources. The 
merchandising department prefers 
to keep a standardized job if pos- 
sible, and these two controls look 
and work about as much alike as a 
helicopter and a bicycle. Soon as 
you get your information I'll call 
on them and see what we can work 
out.” 


Joe Was in the “Know” 


Now if Joe had not been the kind 
of credit man who manages to poke 
a questioning nose into all sorts of 
odd corners of his plant enough to 
know generally what is going on, 


The incidents related, though based on factual 
data gathered from various sources, have been 
fictionalized, and any similarity to the names of 
actual places, products, or businesses is co- 
incidental. Helen Sommers 
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by HELEN M. SOMMERS | 


Credit Manager 
TROJAN HOSIERY MILLS 
Indianapolis 


the connection between buying ther- 
mostat controls and checking credit 
might have been quite nebulous to 
him, and Randall might have been 
the target of an edgy piece of re- 
partee. Can’t you hear another Joe, 
a glued-to-the-desk, nose-in-report 
Joe answering, “Say, what kind of 
reverse talk is this? You are buying 
goods, not selling it. I happen to 
have a few other odd jobs over here 
concerned with people that owe us, 
without taking my good time, etc., 
etc.” 

But our Joe had just a few days 
before sat in a joint meeting of the 
production and merchandising di- 
visions when the proposed new line 
of brooders had been discussed. He 
knew that as soon as Randall could 
cover on _ materials, production 
would start, and that the purchasing 
agent’s go-sign would have back of 
it, in these days of scarcity, almost 
superhuman resourcefulness in plan- 
ning, to insure properly timed in- 
flow of material and uninterrupted 
production. 


Credit Phase of Buying 


Those thermostats, for instance, 
could bottle-neck the whole division 
if plans went awry. You can't put 
several thousand brooders in a cub- 
by-hole. If the thermostats failed 
to arrive as scheduled, nearly fin- 
ished units would soon pile up on 
the assembly floor until the whole 
production line would have to be 
stopped. And weeks would be lost 
before a new source of supply, if 
any, could be found. The P.A. just 
had to be right the first time. 

Now Joe was not in the habit of 
mistaking the trees for the woods. 


He knew that a credit investigation 
would not be the whole answer, but 
it would be the first important 
hurdle. A report would give crucial 
information about the firm’s opera- 
tions, its history, its past perform- 
ance in meeting commitments, and 
the integrity and managerial records 
of its officers. A ratio analysis of 
past and current financial state- 
ments would show the trend of the 
business, and the state of its health, 
and afford a prognosis on the ques- 
tion of possible bankruptcy. A check 
on the firm’s current paying record 
would likewise be pertinent. The 
thermostat manufacturer, for in- 
stance, could not be expected to 
keep up delivery commitments if 
his own suppliers of raw material 
should restrict deliveries because of 
slow payments. 


What a Visit Revealed 


Joe’s full report to Randall a 
few days later showed Neva-Vary 
satisfactory in all respects, and Uni- 
therm satisfactory in managerial 
record and capacity but a little short 
of working capital. Our story could 
end neatly with Randall’s contract- 
ing with Neva-Vary and _ tossing 
Unitherm out of the window, but 
that is not what happened. 

On his check-up trip, Randall dis- 
covered that Unitherm had the 
capacity to deliver 3,000 thermo- 
stats a week if they could procure 
more metal. A small firm, entering 
the field just before the outbreak of 
the war, they had been unable to 
establish a strong buying position 
before the market tightened. The 
resourceful P.A. had that problem 
solved quickly. An arrangement was 
made whereby Lastword Equipment, 
through its prestige and established 
connections in the raw material 
market, purchased the steel and 
copper necessary, shipped it to Uni- 
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therm on a consignment contract, to 
be fabricated into thermos and re- 
shipped to Lastword, who would 
then be billed for labor, overhead, 
and a profit percentage. Joe was 
called in for advice on Unitherm’s 
problem of working capital to 
finance the increased operations. 
With his help, complete data were 
furnished the local bank, which 
granted a loan to bolster working 
capital on the strength of this in- 
formation and Lastword’s purchase 
contract with Unitherm. Randall 
got his thermostats on time. 

Current scarcities have sent many 
a purchasing agent into unfamiliar 
buy-paths. Under these conditions, 
questions of stability and dependa- 
bility, always present, are greatly 
sharpened. Any management knows 
the risks involved in flimsy, unde- 
pendable sources of supply: inter- 
rupted deliveries of materials, piling 
up of unfinished inventories, shut 
downs, defaulting of sales commit- 
ments, loss of business and prestige. 
What is not always noticed, either 
by top management, or by the credit 
man himself, is that the latter’s ex- 
perience in evaluating stability can 
be highly useful in the selection of 
sound, dependable sources. 


Wholesaler’s Dilemma 


In a certain large wholesale house 
a dither of activity was afoot. The 
buyer had landed exclusive regional 
distributive rights for a branded 
line of household gadgets. Like 
eager beavers, the sales promotion 
staff, fired by the buyer’s enthusi- 
asm, set to work in a huge campaign 
befitting the prestige of the line, 
and aimed at a sales goal to meet 
the volume expected by the manu- 
facturer. The sales staff of some 
seventy-five men in the field were 
bombarded with announcements, 
pep letters, and other promotional 
material ; pages with color cuts were 
prepared for the catalog, price lists 
were issued and a mailing campaign 
carried on direct with dealer cus- 
tomers. The response was wonder- 
ful. Orders flooded in. 

The buyer was delighted with 
himself and with the world in gen- 
eral until a bright morning two 
months later when he realized that 
one little detail had beeh overlooked. 
The first two deliveries had been 
received from the manufacturer. 
Two others were now three weeks 


overdue. Additional commitments 
had been placed but no acknowledg- 
ment had been received. An S. O. S. 
was wired to the manufacturer, but 
it was a case of ship in distress sig- 
nalling one that had already sunk. 
The buyer held in his hand the next 
day a neat little notice from the 
manufacturer which seemed to be 
printed in two sizes of type. At least 
only four words out of the twenty 
jumped out at him: “Operations 
suspended — bankruptcy proceed- 
ings.” 


Check Up on Sources 


To promote is expensive. To un- 
promote is more expensive, and that 
comment does not refer alone to the 
cost of recalling and junking pro- 
motional material, making correc- 
tion notices for catalogs, and can- 
celing orders. When you throw pro- 
motion in reverse while it is run- 
ning in high you come off with 
stripped gears: sales enthusiasm lost 
and customers disappointed — in- 
tangibles that cannot be accurately 
prefaced with a dollar sign. 

Two items of salvage were re- 
trieved from the debacle. A chas- 
tened buyer now asks his firm’s 
credit man to check on his sources, 
and the. management has alerted 
other non-sales departments to the 
specialized facilities and resources 
of the credit department for helping 
to appraise risks. 

In a certain shoe manufacturing 
company a production bottle-neck 
was turning the plant superinten- 
dent into a floor-pacing chain- 
smoker. The cause, decrepit ma- 
chinery on one of the stitching oper- 
ations. Delivery of new equipment 
on order was long overdue, with 
promises receding into the future 
like those of an automobile dealer. 
Breakdowns of the old machinery 
had been frequent, and other depart- 
ments were threatened with a shut- 
down unless this bottle-neck could 
be unclogged. 


Bidders Not All Alike 


Finally diligent research found 
three small operators who could 
take on part of the stitching opera- 
tions on a contract basis. After 
checking sample work submitted, 
several thousand units were sent 
out to each of the three. The work 
was completed on scheduled time 
and returned to the manufacturer. 
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The jobs performed by X and Y 
were satisfactory, but the work from 
Z was far below the standards of 
the sample work which had been 
submitted. The shoes, when finished, 
had to be graded as seconds and 
sold to an “outlet” store. The loss 
on the grading of the shoes amount- 
ed to twelve hundred dollars more 
than the stitching bill, which had 
been held up for payment. Claim 
was filed and finally a suit was in- 
stituted, but before it could be heard 
the Z company had gone bankrupt. 

The credit investigation that 
should have been made before the 
work was placed would have re- 
vealed that blood-count of the pro- 
verbial turnip and thus would have 
high-lighted not only the risks in- 
volved in dealing with a firm so 
near bankruptcy, but also the odds 
against enforcing the contract by 
suit, should that be necessary. 

The most binding contract is 
only as good as is the credit and 
financial strength of the contracting 
parties, and any firm is vulnerable 
that contracts without making a 
thorough credit investigation to 
evaluate not only the contracting 
firm’s moral responsibility, but also 
its financial “sue-ability.” 


Are Commitments Sound? 


Building managers, for instance, 
should call on their credit depart- 
ments to check on their construc- 
tion, maintenance and repair con- 
tracts. Termite control is a good ex- 
ample of risks in this field, 
though, of course, there are many 
others. Termite exterminators have 
swarmed the scene almost as thick- 
ly as the little pests they profess to 
destroy. Extermination, properly 
done, is a highly technical job. Ter- 
mites are ingenious creatures when 
it comes to self-preservation. Some- 
times they outsmart experienced 
operators applying the most thor- 
ough-going techniques, and evidence 
that complete extermination has not 
been accomplished may not show 
up for a long time after treatment. 
A plant manager, contracting for 
termite control, should know in ad- 
vance by careful investigation in- 
cluding a full credit check-up, that 
he is contracting with a sound, re- 
liable firm that can and wiil make 
good on its commitments, and not 
one whose principals cannot even be 
located several years later when he 
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discovers the “exterminated” in- 
sects still munching the cellulose 
right out of the middle of his sills. 

Take construction contracts as 
another instance. B’s bid is lower 
than A’s. Other things being equal, 
B will get the contract. A credit 
man’s analysis of both A’s and B’s 
moral and financial responsibility 
helps the management decide 
whether those other things are 
equal, or whether it is wiser to give 
A the contract. 


The Integrity of Vendors 


Vendor’s debit balances some- 
. times find their way to the credit 
man’s desk as miscellaneous ac- 
counts receivable. Some of these 
are tough collection problems. But 
such problems are virtually elimi- 
nated if the prospective vendor is 
credit-checked as a prospective cus- 
tomer is checked. Refunds are col- 
lectible from, and disputes can be 
ironed out with, firms of certain in- 
tegrity. From the point of view of 
possible future claims, the accounts 
payable department as well as the 
purchasing department should know 
the credit standing of vendors. 

Manufacturers are sometimes 
called upon to advance funds to 
‘their sources of supply. How many 
of these arrangements reach the 
credit man’s desk? Is he called upon 
to check the supplier’s credit? Or 
to make suggestions as to the nature 
of security that should be required? 

Many progressive firms are using 
their credit men in these questions 
relating to risks other than those 
arising from the sale of merchandise. 
One of the country’s big-name man- 
ufacturers is reported to hold a 
sizable contract for mercantile credit 
reports for the sole purpose of 
checking on the paying habits and 
financial health, as well as mana- 
gerial capacity, of his sources of 
supply. But in other cases, the pos- 
sibility of employing the specialized 
experience and judgment of the 
credit man in an advisory capacity 
in other departments of the business 
is being overlooked. 


Sell Department’s Services 


The responsibility for initiative 
in this direction lies with the credit 
man himself. Management, directing 
its attention to the total picture, 
cannot notice all the details. At the 
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What's in a Name? 


Dear Editor: 

Apparently your publication on 
page 18 in the November issue of 
Credit and Financial Management 
of Mr. A. C. Hetherlin’s letter to 
the editor is your invitation for 
comments on the appropriateness of 
the handle to be attached to the man 
primarily responsible for the liquid- 
ity of his company’s accounts re- 
ceivable. This subject has interested 
me for some time, so here goes. 

It is my personal opinion that the 
very popular designation ‘Credit 
Manager” is appropriate, estab- 
lished and adequately descriptive, 
and that there is nowhere near suf- 
ficient grounds for a change to an- 
other designation, one which has 
not even arisen to capture the lively 
general agreement of credit men 
themselves. Frankly, I wonder what 
prompts the desire to be known as 
“Credit Executive” in organizations 
when the creative torch is carried 
by a man known as the Sales Man- 
ager, not Sales Executive. I have 
read that the “Credit Executive” 
title tends to lift the connotation 
of the “profession,” yet have noted 
where many companies rate or- 
ganizationally a “Sales Executive” 


same time it rightly expects con- 
structive suggestions to come from 
those who are in position to see 
some of the details, nor is wise 
management ever deaf to sugges- 
tions that point to a fuller, more 
efficient utilization of the capabili- 
ties of its personnel. On the other 
hand, the credit man should see 
these situations as opportunities for 
broadening his value on an execu- 
tive level and further advancing his 
worth to his company. 

True enough, the credit man is 
busy with “his own job” if he wants 
to narrow his concept of that job 
and put a little hard line around it. 
The grindstone is a hard master, 
and if we are slave to it we can 
manage never to step outside that 
boundary line. Because of the spe- 
cialized nature of his work, many 
a credit man of top-ranking execu- 
tive ability, performing his work 
at a very high level, hides his light 


below the Sales Manager, Assistant 
Sales Manager, and place him at 
the level of Assistant to the Sales 
Manager. 

If this “search” for a title is 
prompted by a sincere desire for 
better identification, then I haven’t 
heard of a better one than “Credit 
Manager.” If it is prompted by a 
desire to get away from the historic- 
ally justified picture of the old time 
pinch-nosed shylock credit man to 
a more favorable and modern con- 
structive thinking cog in the busi- 
ness wheel, then let’s get to work 
on our day-to-day relationships to 
make the title mean what we want 
it to mean; if it is prompted by just 
a desire for change, let’s forget it: 
We’ve more important work to do. 


Sincerely, 
C. T. Dwyer, Credit Manager, 
Bendix Radio, Division of 
Bendix Aviation Corporation. 


Dear Sir: 


You have no doubt received many 
suggestions for an appropriate title 
for a credit man. An enraged debtor 
might suggest a title dangerous to 
print. 


under a bushel of work. In those 
cases, management, seeing only the 
end result, is frequently surprised, 
when some specific instance comes 
to light, to learn of the technical 
knowledge, and the analytical and 
resourceful thinking that is regu- 
larly employed in the credit depart- 
ment. 

The situations cited in this article 
are examples of many opportunities 
the credit man has to apply that 
thinking to phases of management 
problems—to take his light out and 
set it on top of the bushel, or if it 
is already there, to make it burn 
more brightly. There is always time 
to do the few things that are most 
important, and the true executive 
knows how to pick out those im- 
portant things and delegate the rest 
to others. And the top men of an 
organization are chosen from those 
who know how to see their job in 
relation to management problems as 
a whole. 
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Business Law as a Credit Tool 
Why the Executive Should Know Principles 


make a few observations as to 

the use of information and 

advice contained in articles 
such as I have seen presented in 
Credit and Financial Management. 
When suggestions are made as to 
kinds and forms of instruments to 
be employed under various circum- 
stances, there is no attempt to edu- 
cate laymen to draw their own pap- 
ers to the exclusion of legal counsel. 
Nothing could be more preposterous 
than to urge such a program, 

However a business executive 
cannot know too much about the 
legal ramifications of business. In- 
deed, if no other object be accom- 
plished in legal articles for laymen 
than to make the business executive 
conscious of legal issues in all busi- 
ness transactions, and _ therefore 
cause him to rely more upon legal 
counsel for advice, enough is done 
to justify the writings. 

But in our complex society, a hu- 
man being must often go along with- 
out the benefit of his lawyer, his 
doctor, his adviser, at his elbow. 
There is a multitude of questions 
in the life of a busy credit manager 
which are integrated in the very 
nature of his work, of a legal nature, 
upon which he cannot get profes- 
sional advice at every moment. 


* It may be quite appropriate to 


Knowledge of Law a Help 


The more he knows of the law, 
the more he can and will avoid 
litigation which may be costly to 
his company. He will be able to 
understand the reports which ema- 
nate from legislative and judicial 
quarters touching on _ business. 
Every credit manager knows to 
what extent law has colored busi- 
ness in the last few years, taking 
into account the impact of the 
war, social security legislation, labor 
legislation, regulations of business 
in the matter of fair trades practices, 
and many other branches of the law. 


by CARL B. EVERBERG 


Attorney at Law 
Boston 


With a fair amount of legal 
knowledge the credit manager will 
be able to expedite his business the 
better for it. And, seriously, a credit 
manager who is educated in busi- 
ness law, can be of much assistance 
to the legal counsel for his company, 
in the second suggestions he can 
make. He can, for example, make 
memoranda of the various points he 
thinks ought to be safeguarded in 
some paper to be drafted; he can 
submit the facts in any given situa- 
tion in such orderly, logical manner, 
as to make his counsel the more 
efficient because of the array of the 
facts. 

Beyond all this there is a value, 
incalculable, to his own reasoning 
and analytical powers. All infor- 
mation widens and broadens a man’s 
capacities. And the law is one of 
the most effective agencies by which 
to discipline and train the powers 
of analysis. 


Subordination Agreements 


Q. In cases where a corporation 
is indebted to officers or to a parent 
company, is a subordination agree- 
ment executed by such internal 
creditors an effective means of 
freezing their claims in favor of 
fresh credit furnished to the cor- 
poration? 

A. This matter was treated briefly 
in a former article about two years 
ago in Credit and Financial Man- 
agement by the author. A more 
complete treatment of the subject at 
this time would undoubtedly be of 
some profit. 

The ideal “spot” for a subordina- 
tion agreement crops up when a 
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credit manager is examining a bal- 
ance sheet of a prospective seeker 
of credit, a corporation which we 
will call ABC Corporation, and he 
finds under the “Liabilities” side, 
items of a substantial amount such 
as “Due Officers” or “Due X Cor- 
poration,” parent company. As the 
credit manager makes inquiry he 
learns that the indebtedness to the 
officers results from accumulated 
back salary or for money loaned by 
them to the corporation; in the case 
of the indebtedness to the parent 
company, that too, is the result of 
advances or loans. 

Since these items under “Liabil- 
ities” are classified as “Current,” 
there is-no reason legally why the 
assets of the firm could not at any 
moment be subject to suits and at- 
tachments by these officer-creditors, 
and for this reason the credit man- 
ager is persuaded the account is un- 
satisfactory. Yet—there is some- 
thing that looks good here. The 
credit manager now scans_ the 
P. & L. statement and he finds the 


corporation has really been making 


progress; its operations have been 
profitable. A small company, it has 
made satisfactory strides ahead and 
the credit manager thinks he would 
like to string along with this cus- 
tomer if—if it were not for that 
heavy internal indebtedness. 


Bypasses Internal Debts 


Then the thing to do is get the 
internal indebtedness out of the 
way—at least as long as any new 
credit remains unliquidated. That 
is done through a_ subordination 
agreement. The credit manager 
takes an agreement (or contract) 
in which the officers and/or parent 
company propose to defer or sub- 
ordinate their claims until the new 
credit extended in consideration of 
such proposal is fully discharged. 

There are several contract forms 
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but a most satisfactory form from 
a legal standpoint would be an offer 
(or proposal) by the officer-credi- 
tors in writing, offering to subordi- 
nate all monies due them to any ex- 
tension of credit (or in the case of 
a bank, loans or advances) and in 
consideration of such credit fur- 
nished or advances or loans. The 
acceptance of such offer would 
consist of the extension of credit 
or the advancement of money (this 
being known as a unilateral type of 
contract, where the offer consists 
of a promise, and the acceptance of 
an act). Such a contract is fully 
binding on the offeror as soon as 
the act contemplated by the offeror 
as an acceptance, is performed. 

The transaction is not, at this 
point, complete either. For while 
the officer-creditors or parent com- 
pany-creditor may be willing by its 
proposal to postpone the collection 
of their claims until the new in- 
debtedness is paid off, such an 
undertaking is not binding on the 
customer corporation. It also re- 
quires a promise on the part of the 
corporation to promise to postpone 
paying any of its indebtedness to its 
officers, parent company, until the 
new creditor is paid. The exten- 
sion of the credit is sufficient con- 
sideration, for no supplier is com- 
pelled to extend credit to any one 
even though he may have previously 
given a line of credit to the pur- 
chaser. The undertaking of the 
corporation then, may be added on 
the same instrument in which the 
internal creditors agree to subordi- 
nate. 


Suggestions as to Contents 


(a) An offer, that in considera- 
tion of any credit furnished, goods 
sold, money loaned, to subordinate 
all claims to any such credit, loans, 
and an agreement not to receive 
any payments from the debtor until 
all such monies are paid in full. 


(b) An agreement that any prom- 
issory notes from the debtor to the 
subordinating party are to be 
stamped or endorsed with a state- 
ment referring to the subordination 
and that no new notes will be re- 
ceived without such legend. 


(This is a precaution against 
the possibility that any notes held 
by the subordinating parties might 
be negotiated to an innocent third 
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person who would be freed of 

any defense of subordination ac- 

cording to the Negotiable Instru- 
ments Law.) 

(c) A waiver by the subordinat- 
ing party, of any notice by the of- 
feree of the reliance on the agree- 
ment. 

(d) The right of the subordinat- 
ing party to terminate the offer by 
notice in writing, provided, how- 
ever, that such termination is not 
to affect any advances, credits, 
prior thereto. 

(e) An agreement to file proof of 
claim in any insolvency proceeding 
involving the debtor, but to turn all 
dividends over to the offeree; and a 
further agreement to assign the 
such claim to the offeree upon re- 
quest so as to receive the dividends 
and apply them to the claim of the 
offeree. 

(This is an added security— 
agreeing to make the subordinat- 
ing party’s claim collateral secur- 
ity in the event of insolvency.) 
(f) Agreement that the subordi- 

nation is‘ not to be affected by an 
extension of time for the payment of 
any claims on the part of the offeree 
against the debtor. 

(g) A statement as to the amount 
owed to the subordinating party. 

(h) After execution of the above 
instrument, an undertaking by the 
debtor corporation, itself, that it 
will make no payment to the sub- 
ordinating party during the time the 
agreement is in force, and that it 
will not issue any notes to the sub- 
ordinating parties unless they bear 
the stamp or legend referred to in 
par. (b) above. 


A Guarantee Too? 


To button up such a transaction 
more securely, the subordinating 
parties could also furnish a guar- 
antee for the payment, with some 
provision that the exercise of one 
remedy was not to be deemed a 
waiver of any other remedy. 


Effect on Other Creditors 


However, it must be borne in 
mind that there are severe limita- 
tions on the power of a corporation 
to guarantee the debts of another 
corporation (though the rule is re- 
laxed considerably in the case of a 
parent corporation guaranteeing the 
debts of a subsidiary). 


Where the agreement is made be- 
tween the subordinating parties, the 
corporation and the party named in 
the contract as the one who is to 
furnish credit or money, no other 
parties are entitled to participate 
in its benefits. Any other -creditor 
desiring a similar agreement would 
have to receive a similar proposal 
upon which to act. However, offers 
can be publicly made so as to ripen 
into contracts by acceptance on the 
part of those who have knowledge 
of the existence of the offer. The 
communication of the offer in such 
event could be through any public 
medium—a publication, a mercan- 
tile agency, etc. Though the offer 
might be so expressed as not to re- 
quire any notice on the part of the 
offeree that he is relying on the 
proposal, it would be the better part 
of wisdom for public offerees to give 
notice. This is a safeguard against 
the possibility of a defense later on 
to the effect that there is no proof 
that the offeree knew of the offer 
or that he relied upon it. 


Determining the 


Break-Even Point 


_ (Continued from page 11) 

If there ever was a time when 
exhaustive, all-embracing investiga- 
tions of credit risks were called for, 
the time is right now. 

The rapidly changing economic 
conditions make such thorough- 
going check-ups imperative. The 
problem presented in such circum- 
stances is largely one of Organiza- 
tional efficiency as also the re- 
sourcefulness of Top Management. 
Generally there are so many diverse 
elements to be considered, each of 
which exercises a profound influ- 
ence on the determination of the 
correct procedure, that considerable 
foresight and sound business judg- 
ment are required to evaluate these 
elements correctly. 

With conditions as they are, there 
is the everpresent danger of attach- 
ing undue significance to a favorable 
trend, or of assigning too much 
weight to an unfavorable trend, both 
of which may correct themselves 
shortly. 

The credit executive has a great 
responsibility and a still greater 
opportunity. 
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How to Cut Credit Losses 


Ways to Rehabilitate Businesses 


Webster says that among 
other things the word “re- 
by 


habilitate” means to restore 

to solvency, and in that sense 
exactly let us consider it. The im- 
portance of restoring involved busi- 
nesses to solvency is growing daily. 
The number of involvements ap- 
pears to be increasing steadily and 
there is every indication that the 
problem will become more serious 
before any substantial reduction in 
the extent of business embarrass- 
ments can be expected. 

As credit men and women it is 
not our function to cure the busi- 
ness ills of our customers. We do 
not pretend to be experts in the 
practice of reorganizing impaired 
concerns. It is true that every one 
of us can make practical suggestions 
for more efficient operation and 
sounder policy in the average busi- 
ness which is beginning to get into 
difficulties, and we should do so, 
but sweeping reorganization is not 
our line. However, it is of vital 
interest to us where it is the basis 
for rehabilitation and there are some 
very important aspects to be con- 
sidered from our particular point 
of view. Obviously an account 
which has become seriously involved 
represents not only a potential loss 
but an imminent one, and prompt 
action is imperative. It is my pur- 
pose to suggest a method whereby 
recovery can be accelerated and the 
path made appreciably smoother. 
Many of you are undoubtedly famil- 
iar with it but a review may be of 
value nevertheless. 


Three Distinct Phases 


The subject cari be divided well 
enough into three phases which we 
can call Investigation, Organization 
and Supervision. Perhaps there are 
better designations but these will 
serve our purpose and they can 


by DON F. SHERIDAN 
Credit Manager 


PERMANENTE PRODUCTS CO. 
Kansas City 


conveniently be discussed in that 
order. As we go along I shall try 
to emphasize the assistance your 
local and national Associations can 
offer in each phase, and at a time 
when every one of us generally 
needs all the help there is available. 
A recent case in our local Associa- 
tion will serve as a very good ex- 
ample and with your permission I 
shall draw on it for illustrations. 
Let us begin then with Investiga- 
tion. The pattern of involved ac- 
counts is all too familiar, and rec- 
ognition is no problem. Investiga- 


tion is another matter however. We . 


do not always examine in sufficient 
detail to learn whether the difficulty 
is really hopeless or whether it can 
be corrected by appropriate and 
timely assistance. There is a variety 
of reasons for such an omission— 
the account is a small one, it is 
located at a considerable distance, 
the expense of personal investiga- 
tion is not justified, and many more. 
Yet none of the reasons is valid 
when you consider the fact that a 
simple request to your credit Asso- 
ciation may be all that is required 
to have an investigation made. 


Beware of Compromises 


Whatever we do in normal cases, 
there is one class which can be cov- 
ered by a fixed rule. Occasionally 
compromise settlements are pro- 
posed. An offer of 20, 30 or 50 
cents on the dollar is always the 
signal for thorough investigation be- 
cause it is rarely made in the best 
interests of all concerned. Such 
offers can be very profitable for the 
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debtors and this fact has been 


proven time and again. When 
creditors accept a compromise set- 
tlement an epidemic of similar pro- 
posals breaks out. Let us be sure 
to avoid mistakes of that kind. 
Getting back to the matter of gen- 
eral investigation let’s consider the 
case of a large creditor. When a 
sizable amount is at stake he in- 
vestigates every time, but his in- 
dividual efforts to help his customer 
work out of the difficulty are often 
upset by some distant creditor who 
rocks the boat by taking legal ac- 
tion and over it goes spilling every- 
thing into the freezing water of 
bankruptcy. Of course every in- 
stance does not present an oppor- 
tunity for rehabilitation. Certain 
requisites are essential and they 
will vary widely with the type of 
business concerned, but if those 
requisites exist and we lose to a 
bankruptcy court the potential sales 
and profit that customer represents 
we haven’t done the job we ought 
to do. Here is a case where only 
two of those requisites existed and 
neither of them had any cash value. 


Investigation 


Last March a member of our 
Kansas City Association phoned a 
customer regarding his past due ac- 
count of $900.00. He was referred 
to the customer’s attorney. Instead 
of calling the attorney he called the 
secretary of our association and 
asked that an immediate investiga- 
tion be made. An investigation was 
made which revealed the following 
condition: Cash and’ Accounts Re- 
ceivable—virtually none; Inventory 
—partially obsolete and completely 
pledged; Fixed Assets—relatively 
small and thoroughly encumbered. 
On the other side of the balance 
sheet were Accounts Payable of 
$150,000.00. One hundred and 
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sixty creditors were represented and 
they were scattered from one end 
of the country to the other. On its 
face the situation looked hopeless 
but there were a couple of factors, 
the requisites referred to previously, 
that suggested a basis for rehabilita- 
tion. This concern had the exclu- 
sive right to manufacture and dis- 
tribute a desirable product—and 
there was a ready market for it. 

At the time of investigation the 
debtor’s attorney was about to ask 
the creditors for an extension, but 
because of the large number con- 
cerned and the fact that they were 
so widely scattered he was con- 
vinced that such a request would al- 
most certainly result in bankruptcy. 
Our secretary suggested a creditors” 
meeting at which the facts could be 
presented, and he explained that if 
the creditors attending were con- 
vinced an extension was to their 
best interest it would be a compara- 
tively simple matter to obtain one. 
A meeting was called, and we come 
now to the second phase of our dis- 
cussion, Organization. 


Organization 


The most common stumbling 
block in a case of this kind is the 
difficulty usually encountered in or- 
ganizing the creditors so that all 
may be treated equally. More ef- 
forts at rehabilitation have been 
wrecked on that shoal than have 
succeeded. In this case the effort 
was notably successful and it was 
accomplished in this way. At the 
creditors’ meeting the facts were 
presented fairly and in some detail. 
Those present decided an extension 
agreement offered the best possi- 
bility for recovery, and a committee 
was appointed to act for them. The 
secretary of our Association agreed 
to serve as secretary of that com- 
mittee, and he has carried about 
99% of the creditors’ burden ever 
since. 

The first problem was to obtain 
agreement from all the creditors— 
and there were a lot of them. The 
proposal was presented through the 
various local Associations and bene- 
fited by their sponsorship. A com- 
plete summary of the facts and a 
report of the creditors’ meeting ac- 
companied the proposal so that each 
creditor was provided with accurate 
information and a sound basis for 
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judgment. The result is very inter- 
esting. That proposal was distrib- 
uted on April 5th. By May lst con- 
sents had been returned by 92% of 
the creditors. I do not have the 
facts but I believe that is some kind 
of a record. It is safe to say no 
other agency could have accom- 
plished a similar result either as to 
extent or time required, and it was 
done at no expense to the creditors. 
To obtain the necessary coopera- 
tion of all creditors in such an in- 
stance the assistance of your credit 
Association is a must. 


Supervision 


We have followed our illustration 
through the first and second phases 
so let’s go on to the third, Super- 
vision. To insure successful re- 
habilitation it is essential that its 
progress be watched closely and 
continuously. It is very doubtful 
that one of us is in a position to 
devote the time and effort required 
for proper supervision to an account 
of this kind. Here again your As- 
sociation can be of real service and 
it was so in the case we have been 
examining. Of primary importance 
is the control of commitments and 
expenditures. Our secretary was 
empowered to countersign all 
checks, and a weekly report of in- 
come and expenditure was prepared 
for him. Thus it was necessary to 
refer to the entire committee only 
matters of major importance. At 
the same time periodic reports of 
progress were made available to all 
the creditors and an efficient clear- 
ing house was established where up- 
to-the-minute information could be 
obtained at any time. 

Moreover there are other impor- 
tant advantages in this arrangement. 
Consider the case of a creditor 
located, let us say, in New York 
whose account is too small to jus- 
tify personal investigation and who 
obviously could exercise no super- 
vision because of the distance in- 
volved. What does this method 
offer him? Well, in the first place, 
he gets the facts as disclosed by an 
impartial investigation and he is 
given a sound basis for decision. 
Next, he can keep himself informed 
with respect to subsequent develop- 
ments. Finally, he is assured of 


complete payment if rehabilitation 


is successful, or an equitable share 


in the distribution of assets if solv- 
ency cannot be restored. Every 
one of these services is furnished at 
no expense in time or money. Do 
you know of any better way to get 
them? 


No Set Method 


The mechanics of rehabilitation, 
the changes which must be made in 
the debtor’s operation, vary so 
greatly with each individual case 
that it is impractical to consider 
them here. They depend entirely 
upon the particular circumstances 
and the extent of impairment. The 
case which I have cited as an illus- 
tration is an extreme, for there was 
so little left the entire nature of the 
business had to be changed. From 
a manufacturing operation it be- 
came one of distribution only. The 
manufacturing is now done on con- 
tract by another facility. Generally 
speaking, however, the changes 
made will usually include supervi- 
sion of expenditures, reduction of 
overhead, utilization of available as- 
sets and elimination of every non- 
essential expense. Whatever the 


changes they must result in profit- 
able operation. ; 
As a matter of simple curiosity 


you may be interested to hear what 
results have been obtained by the 
operation of this plan in our par- 
ticular illustration. The arrange- 
ment {s still in effect and will con- 
tinue for some time because this 
business had to be rebuilt prac- 
tically from the ground and some 
of the extensive alterations could 
not be effected over night. But as 
of today, impressive progress has 
been made. Small creditors have 
been paid in full, and the first pay- 
ment will go out to large creditors 
next month. The most important 
thing, however, is the establishment 
of sound, profitable operation which 
guarantees ‘eventual recovery of 100 
cents on the dollar by all creditors. 

It may be helpful to summarize 
briefly, draw a few logical conclu- 
sions and examine some alterna- 
tives. First of all, the entire action 
which has been outlined was begun 
by a simple phone call to the local 
Association office, and from that 
point on a certain measure of pro- 
tection was extended to all creditors. 
The existing facts were determined 
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What Is Ahead for Industry? 


A Business Man Looks at the Uncertain Future 


sometimes important in the 
English language. You will 
note that in choosing my sub- 
ject I used the word “at” and not 
‘fnto.”” One who has spent nearly 
thirty-five years in business—includ- 
ing two wars and various major and 
minor depressions — would hardly 
have the temerity or foolhardiness 
to attempt to look into the future. 
There may be some who have either 
the self-confidence or the self-hypno- 
tism which would enable them to 
make such a venture but there is not 
one who can make a success of it. 
The fact of the matter is that the 
various factors, either past, present 
or ahead which combine to make 
the future, are so numerous, so 
imponderable, and so unmeasurable 
that the human mind is simply un- 
able to put them together sufficiently 
well to make a clear pattern of what 
is to come. In the old days, when 
good crops and expanding industry 
were the principal measures of na- 
tional prosperity, the business man 
had little trouble in looking into the 
future for a few years ahead at 
least. There were no such compli- 
cations as huge national debts, feed- 
ing and equipping a large part of the 
outside world, unbalanced budgets 
or subsidized crops and mining oper- 
ations. Neither were there potential 
and actual shutdowns of entire in- 
dustries because of labor troubles. 
There were no bankrupt nations to 
support or any of the numerous 
other factors that now go to make 
up an almost impossible maze of 
variables, permutations and com- 
binations. 
It is because of all these circum- 
stances that I am trying in this brief 
article to evolve some kind of atti- 
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Excerpts from an address by Mr. Dawes be- 
fore the Richmond Association of Credit Men. 
Mr. Dawes explains that the ideas presented are 
his personal views and are not expressed in his 
capacity as an officer of the Virginia-Carolina 
Corporation. 
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tude and position which a business 
man may take as he looks at the 
future which lies before him. Cer- 
tainly he cannot just sit still and wait 
for his future to arrive and perhaps 
overwhelm him. As is usual in busi- 
ness he must develop some expecta- 
tions or guesses if he hopes to keep 
going at all. 

Let us see what some of these 
expectations may be, without claim- 
ing to be sufficiently prophetic to 
try to predict accurately either their 
extent or probable effects. The ones 
I have chosen are: 


1. A heavy national debt with 
small chance of any material 
reduction within at least the 
next ten years. 

2. Continued high Federal taxes 
both for business and for in- 
dividuals. 

3. Further development of labor 
organizations and influence. 
4, Increased mechanization of in- 
dustry and greater produc- 

tivity. 

5. Great development of electric 
power. 

6. Greater extension of Social Se- 
curity, health and _ welfare 
funds, etc. 

7. The country’s greater partici- 
pation in world affairs and par- 
ticularly world business and 
economics. 


Any one of these subjects is too 
vast to be covered adequately in a 
paper of this sort and there is no 
intention of doing so. I should, 
however, like to comment upon them 
briefly and give certain suggestions 
as to how the problems they create 
might be handled. 
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Let us consider first the national 
debt. As you all know, it now 
approximates $250,000,000,000 or 
around $1,800.00 each for every 
man, woman and child in the coun- 
try. It is a rather haphazard and 
loose kind of debt with very large 
sums coming due almost any minute 
and requiring constant redemption 
and reissue. It has a tremendous in- 
fluence on bank deposits and bank 
and business credit. It can be vio- 
lently inflationary or deflationary, 
depending on how it may be handled. 
The whole financial structure of the 
nation, and particularly its banks and 
insurance companies, rests on this 
national, debt. The method of han- 
dling it is going to be a very large 
factor in the future prosperity and 
well being of this country. 


Long-Term Funded Debt 


One of the best and soundest ways 
to stabilize our financial future 
would be to convert this debt into 
something less volatile and more 
stable. What I have in mind is that 
say two hundred billion of this could 
be funded at a low interest rate for 
a very long period of years—perhaps 
as much as a hundred—with a pro- 
portionate liquidation each year. On 
a hundred-year basis this would in- 
volve two billion being paid off each 
year. 

Such a plan would remove most 
of the immediate danger and pres- 
sure of the debt. At the same time 
it could serve many useful purposes. 
The securities would provide a most 
valuable reservoir for temporary in- 
vestment of idle money, for funds 
put up as deposits or in escrow, for 
corporation reserve funds, for sur- 
plus bank funds and perhaps as a 
certain proportion of bank reserves. 

The bonds would serve much in 
the same manner as the old British 
Consols many years ago which arose, 
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I believe, from debt incurred during 
the Napoleonic wars. If, as we can 
at least hope, the recent war was 
fought and the debt incurred to elim- 
inate future wars, then future gen- 
erations will avoid the cost of war 
to which our generation has been 
subjected twice. Thus they can well 
afford to shoulder part of the cost 
of what we paid for their account 
as well as our own. This procedure 
should da much to stabilize our 
country and our economy and thus 
enable us to turn over a better coun- 
try to them. 

No doubt the bankers, financiers, 
and economists can find serious flaws 
in this suggestion, which, however, 
has never been discussed or con- 
sidered so far as I know. If practic- 
able, it would do a great deal to 
eliminate one of the country’s great- 
est single problems and help greatly 
to improve the future prospects of 
business. : 

Another matter which must be 
given very serious attention in the 
years to come—and before too long 
—is that of Federal taxes. There is 
no doubt that present taxes are a 
great deterrent to business, to the 
development of new enterprises, and 
to the purchasing power of indivi- 


duals. The problem will be not sim- 
ply one of reducing taxes but also of 
applying them in such a way so that 
they may be adjusted to, and in 
proper relationship with, business, 
government needs, and individual 
ability to pay. 


Need for New Tax Law 


We have tended to think of Fed- 
eral taxes only with relationship to 
our own particular persons or busi- 
ness and not enough to their impact 
on the economy as a whole. Per- 
sonal rather than economic conse- 
quences have been the primary con- 
sideration. What we should all strive 
after is a brand new tax law tailored 
to the revenue needs, to capacities to 
pay and to the business structure. 
It should be simplified and stream- 
lined to the fullest possible extent 
so it can be understood readily by 
the ordinary taxpayer. Above all it 
should be set up on a permanent 
basis, designed for many years ahead. 
The only changes from year to year 
should be in the rates as more or 
less revenue is required. 

A permanent law of this kind 
would give the business man an 
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opportunity to learn it and adjust 
his business to it. Now, with radical 
changes almost every year and fre- 
quent reversals of previous policies 
and interpretations, this is simply 
impossible. Only the experts can 
keep up with all the rulings and 
changes. Taxpayers should not have 
to carry such a burden. 

Last, but not least, taxes should 
be borne proportionately by every 
class of business, whether individual, 
partnership, corporate or coopera- 
tive. All receive the benefits, serv- 
ices and protection of the Federal 
government and all should share in 
the costs and responsibilities in- 
volved. — 

It is not fair for one class of busi- 
ness to prosper because of freedom 
from such costs while others must 
bear heavy tax burdens on their 
account. 

I do not believe that it is under- 
stood generally how great this tax 
advantage is to these cooperatives 
who are competing directly with tax- 
paying business. If the cooperative 
earns $1,000, it may keep it all for 
use in acquiring new buildings, 
equipment, or for other operating 
purposes. Taxpayers, like my own 
company, however, must earn $1,613 
at the present 38% tax rate in order 
to have $1,000 left for reinvestment 
in the business. In other words, 
where the cooperatives need to earn 
only $1.00, we must earn $1.61. This 
gives them an advantage of 61% 
which —in mild terms — is pretty 
rough on a taxpayer doing exactly 
the same type of business and in 
close competition in every other 
respect. 

You will readily understand, 
therefore, why these cooperatives 
have been able to expand so tre- 
mendously in the last eight or ten 
years and now are doing a business 
of over twelve billion dollars a year. 
Moreover most of this occurred dur- 
ing the war years while they had the 
full protection of our military forces 
to the support of which most of them 
paid not one cent. 


Labor Problems Ahead 


It should be very apparent from 
the record of the past fifteen years 
that we are going through an evolu- 
tionary period with regard to labor 
unions and labor problems in gen- 
eral. The Wagner Act was far from 


being a solution of labor difficulties. 
The same may be said for the new 
Taft-Hartley Act which is. still 
highly experimental in nature. In- 
dustry cannot go on indefinitely with 
the concept that labor and capital 
must necessarily always be on oppo- 
site sides and they must engage in 
an eternal struggle for their respec- 
tive portions of what is produced. 
A very large amount of statesman- 
ship on both sides will be necessary 
before the ultimate solution is found. 
It is important that business should 
start immediately to condition its 
thinking along different lines than 
have been pursued generally up to 
now. The same applies equally to 
labor leaders. Capital, labor and 
management all have vital interests 
in the success of any business ven- 
ture. 

An interested workman is always 
a better producer. It is easy to ob- 
tain teamwork and enthusiasm if all 
are to share in the jobs and profits 
of the venture. One of the great 
weaknesses of union labor is the 
leveling off of all workers in each 
class so that every one in the group, 
regardless of individual ability, re- 
ceives the same pay. There is noth- 
ing adverse to the interests of either 
labor or mahagement in the working 
out of an incentive system whereby 
the better and more productive 
worker will be paid in proportion to 
his superiofity. 

With greater production the key 
to business and national prosperity, 
it is hard to understand why both 
business and labor do not concern 
themselves jointly with the develop- 
ment of proper incentive plans to 
give this greatly desired result. It 
appears to be an inevitable develop- 
ment in reaching a solution of the 
labor problem. It is something in 
which the business man should lead 
instead of being pushed later. Labor 
is going to insist upon a larger pro- 
portion of the profits of industry but 
is not entitled to more than it earns. 
It should, however, be given the 
opportunity to make this greater 
contribution by incentives that will 
be in proportion to the increased 
effort and the results should be 
available to him immediately. 

The war gave a great impetus to 
the development of new machinery 
and new methods. One cause was 
the necessity of production far in 
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Our Place in Business 
Four Ways To Do A Better Credit Fob 


consideration four pillars of 

action, a term inspired by a 

remarkably successful program 
of the former President of the 
American Bankers Association, 
C. W. Bailey, in which he advanced 
his now famous “Four Pillars of 
Prosperity.” 


4 I should like to present for 
w 


Let us set up these pillars one by ~ 


one to better visualize our place in 
business today: 

1. Understand the magnitude of 
the selling job ahead. This I should 
like to present as the first considera- 
tion, for regardless of what approach 
is used to the analysis of our oppor- 
tunities and responsibilities this 
prime fundamental truth always 
emerges, that we are in business to 
sell. And this is reflected in the 
common denominator of all of us— 
influencing some one to do some- 
thing. We are on the threshold of 
a mammoth selling era. By and 
large a general shortage of every- 
thing still favors the seller’s market 
and foreign demand coupled with 
high domestic buying power will 
accentuate shortages for some time 
to come. 

But don’t be fooled. There is no 
assurance of permanency and for 
many months progressive business 
firms have been sharpening up their 
sales tools, revising the sales man- 
uals, revamping the advertising and 
sales promotion programs, in short, 
getting poised to shoot the works 
not merely to hold the status quo of 
sales volume but to expand and en- 
large it. 


Obstacles To Be Faced 


The necessity of understanding the 
selling job ahead is dramatically 
pointed out when we consider for 
instance the servicing of the na- 
tional debt. This more than 250 
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billion debt which is such a promi- 
nent cause of present inflation will 
be paid out of earnings, and those 
earnings must come from sales, from 
gross national product. This debt 
could supply at pre-war prices a 
five-room home for practically 
every family in the United States. 

Another fundamental considera- 
tion is the high break-even point 
with which our businesses are con- 
fronted today. It is true that in- 
flationary prices are producing huge 
sales volume but increased costs, 
particularly of labor and material, 
have jumped the break-even point 
so high that the profit margin of 
industry in general, computed on 
net sales varies little from pre-war. 
To illustrate, several months ago a 
Congressional Sub-Committee in- 
vestigating prices was informed by 
a Cleveland department store execu- 
tive “earnings of department stores 
are now less than in any year since 
1938. It has reached the point 
where a store-wide reduction in 
prices of only 5% would result in 
a substantial loss during a year’s 
operation at the present cost levels.”’ 
(Wall Street Journal—September 
27, 1947.) 

Recently the National City Bank 
of New York published some valu- 
able information based on a study 
of the food industry in connection 
with which the following significant 
comment appears: 

“It will be seen that profit mar- 
gins of the leading food companies 
in 1946 and the first half of 1947 
were little if any wider than in other 
years of active business such as 
1936-37 or 1940-41, and in many 


cases were actually narrower, de- 


CREDIT AND FINANCIAL MANAGEMENT, January, 1948 


spite sales now at all-time high 
levels. Margins were substantially 
higher in 1946-47, however, than 
during the war -period, when they 
were depressed below prewar levels 
by price controls and excess profits 
taxes.” 

The high break-even factor is 
commended for the serious consid- 
eration of every credit executive, for 
while current demand favors sales 
and profit voltime, think what the 
problem will be when there is a bal- 
ancing of supply with demand and 
the emphasis will be on distribution 
methods to maintain a high profit- 
able volume. 


We Need Sales Vision 


I sincerely believe we cannot 
escape the primary responsibility 
that our place in industry calls for 
a full measure of understanding of 
the sales opportunities, its respon- 
sibilities and technique both in the 
general picture and at our company 
level. A sales vision of the highest 
order is a necessity. 

Let’s be careful not to emulate 
the young lawyer described by J. C. 
Aspley in his News Letter. This 
young lawyer had a hard time get- 
ting his practice started. He was 
sitting in his office worrying about 
what to do. Bills were piling up, no 
clients, and his credit had given out. 

A planter walked into his office, 
said he had some cotton to ship; 
would the lawyer prepare the papers 
and handle the details? The young 
man got the job done and wondered 
what fee to charge. His debts added 
up to $100.00, but he was afraid 
if he charged stich a fee he would 
never see his client again. On the 
other hand, if he didn’t raise $100.00, 
he wouldn’t be around long either. 

The planter was pleased with the 
lawyer’s work so the lawyer forth- 
with decided to jump the fee to 
$125.00. But before he could talk, 
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the planter was already counting 
out a wad of bills and shoved 
$500.00 in front of the lawyer. “Is 
that all right?” he asked. The 
young man was flabbergasted and 
tongue-tied at seeing so much money 
and the planter construed the law- 
yer’s silence to mean that he was not 
too happy. So he peeled off another 
$200.00. It was a deal. 


That night the lawyer couldn’t 
sleep. He was worrying whether 
he should have held out for $1,000.00 
instead of accepting $700.00 so 
quickly. 

2. Let’s try to lick the problem 
of credit losses. This should be the 
No. 2 step in today’s progressive 
thinking for what profiteth it if the 
sales expenditure in perspiration, 
time, work and money is poured 
down the drain of chargeoffs? 
There is much encouragement to- 
day in the general awareness of 
credit executives of the similarity 
in the current inflationary cycle 
with the same period of 1920-21-22 
when our economy had to take the 
shock treatment of a holocaust of 
credit losses. 


Bankruptcies Increasing 


According to a Dun and Brad- 
street report, published in the Sur- 
vey of Current Business, the num- 
ber and size of business failures has 
increased sharply in 1947, and for 
the first seven months the number 
was more than three times as many 
as in the corresponding period of 
1946 and far more than in the whole 
year of 1946. The manufacturing 
industry represents the largest 
group, accounting for 38% of the 
number and 60% of liabilities. Re- 
tailing ranks second. 


This has not reached proportions 
to cause apprehension but these 
facts are warning signals of a trend 
on which management, sales man- 
agers, and the entire sales depart- 
ment should be kept informed. This 
points out the obvious fact, as the 
Cleveland department store execu- 
tive pointed out, when adjustment 
in prices occur inventory values 
shrink and impairment of working 
capital sets in. It is at this vulner- 
able point where failures occur. 

It therefore seems logical that 
the credit manager’s place in in- 
dustry today calls for widespread 
discussion at all levels of the effects 
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when price adjustments seek lower 


levels. While it may be true as 
many contend that a 10 to 20% 
shrinkage in inventory values need 
not necessarily bring on a depres- 
sion or recession, nonetheless many 
a marginal customer will not be 
able to survive. 


The finest contribution credit 
executive can make is to propa- 
gandize two objectives: (a) keep 
inventories under control and (b) 
put the financial house in order. 
This is no time to speculate with 
inventory. It is the right time to 
strive for liquidity. This is a con- 
structive way to help our sales de- 
partments build sound customers 
now and for the future. 

Paul Hoffman, President of 
Studebaker Corporation and Chair- 
man of the Committee for Economic 
Development, stresses the point that 
the historic process of tightening 
credit during hard times should be 
reversed, for that is just the time 
when sales must be expanded 
through expanding credit. There is 
certainly a lot of merit to commend 
his thesis and it can be strengthened 
by one amendment . . . that credit 
executives assume the responsibility 
of guiding their customers in sound 
financial practices during these in- 
flationary times so they will be here 
after the “washout” when prices 
and inventories seek lower levels. 


New Tags for Credit Men 


How can we smoothly and effec- 
tively bridge the first two pillars? 
Here’s how: 

3. Be fact- and executive-minded. 

It seems that people engaged in 
the profession of credit management 
have a way of getting tagged with 
labels. For instance, one will hear 
reference to a person as being 
“sales-minded.” It is a necessary 
quality which is sought by manage- 
ment. Sales managers are con- 
cerned about it. When the Mayor 
of Fort Worth, a former sales man- 
ager, welcomed the Southwest 
Credit Conference last fall he took 
pride in quoting a letter which he 
wrote to a new Credit Manager 
coming on the job. “Be sales- 
minded” were two words that were 
emphasized in that quotation. 


The second label usually has the 
word “conservative” on it. Many 


men and women pride themselves 
on this quality. 

What we perhaps need today is 
a new terminology which more 
adequately serves as a foundation 
for the discharge of the responsi- 
bilities discussed under the first two 
pillars and we submit for your con- 
sideration . . . be executive-minded. 


In the opening chapter of his 
fast-selling book for salesmen, “The 
Credit Side of Selling,” Ed Moran 
tells the story about two salesmen. 
One took a dim view of the posi- 
tive and constructive attitudes of 
credit managers in their relations 
to sales. The other took exception, 
said he tries to help the credit de- 
partment all he can, for only in 
mutual teamwork can there be 
profitable sales. That man is now 
president of Procter & Gamble, 
Richard R. Deupree. 


Advantages 


That example applies to us with 
equal force and if we become 
imbued with an executive-minded 
attitude this is what will occur: 


(a) Sales and conservative atti- 
tudes are merged into a 
higher concept of our re- 
sponsibilities. 

(b) Emphasis will be on a broad- 
er base of facts which serves 
the two-fold purpose of point- 
ing up profitable sales oppor- 
tunities as well as ducking 
the losses. More value and 
importance will be attached 
to skill required in assem- 
bling facts as well as in in- 
terpreting them. 


This will often take us into 
the field where we ought to 
be. By observing customers’ 
methods and_ cultivating 
goodwill, access is gained to 
the inner confidence which 
supplies the real facts about 
the trend of the business. 


(d) It will give a pleasant assur- 
ance of self-confidence which 
transmits itself to customers, 
salesmen and management. 


It will keep pipelines open 
to top-management. The 
credit department should al- 
ways be in tune with top- 
management thinking and 
planning so that the credit 
policy is geared to company 
plans in such fields as sales 
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and advertising promotion, 
and interpretation of market 
and economic changes on 
business. 


For a credit department to enjoy 
the most productive relations with 
salesmen it is an advantage to have 
a pipeline to Management thinking 
on sales and production volume 
goals, profits, and how much credit 
loss can be sustained. The problem 
in larger companies often falls 
around the question—by what prac- 
tical steps can this be accomplished ? 


In our company the Management 
considers this phase so important 
that our Credit Department supplies 
a monthly report which is a four- 
way measurement of performances 
for each month. This reveals (1) 
the aging of accounts receivable by 
each individual plant and on a con- 
solidated basis; (2) break-down 
into average days in comparison 
with the same month last year and 
the same month in 1940, the last 
normal pre-war year; (3) break- 
down of the accounts receivable into 
risk classification; (4) chargeoffs 
and recoveries for the month and 
year to date. 


(f) This builds the type of cordial 
relations with the sales manager and 
the sales representatives which pro- 
duces cooperative and intelligent 
teamwork. Perhaps the real cross- 
roads in good sales and credit rela- 
tionship merge at this point for the 
sales manager and the credit man- 
ager must be a. home-run-hitting 
team. 


Selling the American System 


4. Cultivate a public relations out- 
look. 
Reams and reams of literature are 
pouring out on the subject of public 
relations but 19 words used by 
E. M. Queeny, Chairman of the 
Board, Monsanto Chemical Com- 
pany, define beautifully this under- 
lying purpose: 
“Public relations seek to iden- 
tify a corporation with that which 
in individuals could be good 
manners and good morals.” 
Whether or not a company has 
a public relations program, the fact 
remains that its relations touch four 
groups of people (1) customers, 
‘2) employees, (3) stockholders, 
4) community. Our companies 
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Insurance... and YOU 


; #2 of a series of informative articles 
on insurance and bonding. 


How can employers 
guard against large 
dishonesty losses? 


Your judgment in picking people for positions of trust may be 
of the very best, but it has to be based mainly on past records of 
character and integrity. It can give you no guarantee against future 
developments which may induce the most trustworthy employee 
to succumb to the combination of temptation and opportunity 
and become an embezzler. 


Fidelity Bonds offer business management the only positive means 
for dealing with this employee dishonesty risk. Such protection 
in its most modern and highly perfected form can be provided 
for your organization through Hartford Blanket Fidelity Bonds 
which offer: 


1. Repayment of losses of money, merchandise or other company 
property stolen by employees, whether or not the identity of guilty 
employees is known. 

2. Coverage on a// personnel—executives, sales staff, office and factory 

workers, watchmen and maintenance men, etc. 

. Hartford Blanket Bond rates are at the lowest point in history. 

4. Automatic protection against personnel changes, eliminating the 
danger of uninsured losses. 

5. Reduced record-keeping and handling expense, since it is unnec- 
essary to report personnel changes or make premium adjustments 
during the bond term. 


Ww 


6. Freedom from personnel troubles—because Hartford Blanket 
Bonds cover a// employees alike, there is no cause for any feeling 
of discrimination. 


These and many other benefits of Hartford Blanket Fidelity Bonds 
are worth your consideration. Your Hartford agent or your own 
insurance broker will gladly furnish full information on request. 


HARTFORD FIRE INSURANCE COMPANY 
HARTFORD ACCIDENT AND INDEMNITY COMPANY 
HARTFORD LIVE STOCK INSURANCE COMPANY 





Writing practically all forms of insurance except personal life insurance 


are judged by the manner i hich 
judg ’ wen D+ sens Hartford 15, Connecticut ° 


these four groups are treated and 
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sound relations at every point is 
translated into actual profits. 

Here is a new challenge to the 
profession of credit management. 
Our place in industry is not com- 
pletely discharged until we add a 
“plus value” to the normal concep- 
tion of our duties and that is to 
sell what is known as the “free 
enterprise” system. It is a strange 
paradox that the United States is 
the last island of the capitalistic 
competitive system and all the 
world depends on our productivity 
for its survival, yet propaganda has 
been rampant throughout the coun- 
try that the private enterprise sys- 
tem has outlived its usefulness and 
some “liberal” system, such as they 
have in Britain, is necessary if we 
are to avoid another depression. 

The National Association of 
Manufacturers and the U. S. Cham- 
ber of Commerce have been appro- 
priating substantial sums annually 
to combat this alien thinking which 
is dominantly spear-headed through 
much labor union thinking. Experi- 
ence, however, has demonstrated 
that impersonal tactics are not ade- 
quate enough in influencing the 
economic thinking of people. The 
need is for direct personal approach 
and this can best be accomplished 
by us as individuals. 


Good Public Relations 


We can be fine living ads for our 
companies by identifying ourselves 
with worthwhile community proj- 
ects, if moved by an attitude of 
mind—“How can I be helpful?” 
not “What can I get out of it?” 
Time was when employers took the 
attitude that they did not care what 
key people did with their outside 
time. Now there is a growing 
awareness that community leader- 
ship on the part of its people is 
good public relations. 

The high pressure of modern 
living tends to accent selfishness and 
greed—an attitude of “Let George 
do it.” Credit executives are ideally 
adapted by training, objective think- 
ing and character, to be community 
leaders. Your example of high 
ideals and unselfish devotion to 
practicing those ideals is uncon- 
sciously identified by your fellow 
citizens with your company. That 
is promoting good public relations 
based on acceptance of the fact that 
our companies have a social product 
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to sell in addition to its wares and 
merchandise. 

The development of a public re- 
lations outlook emphasizes the 
skills in dealing with people. It 
brings to the forefront the human 
value in every credit risk, and the 
knowledge that balance sheets and 
operating statements are only as 
good as the people who run the 
business. A natural liking for 
people is a “must” trait. 


What Is Ahead 
For Industry? 
(Continued from page 20) 


excess of the capacities of present 
equipment. Another was the neces- 
sity for conservation of labor. Fur- 
thermore, money became available 
for experimentation, development, 
etc., in a large way. In prewar times 
such development and experiments 
came slowly and only as business or- 
ganizations felt they could afford 
them. Now we see tremendous 
changes in the capacities and effi- 
ciencies of production equipment in 
almost every line of activity. Very 
suddenly a large part of the tools 
of industry has become obsolete. 
A tremendous amount of replace- 
ment must take place within the next 
ten years, both to remain on a com- 
petitive basis and to offset the very 
heavy increase in labor rates. 

From a production viewpoint 
labor is going to become relatively 
less important and capital in the 
form of machinery and equipment 
more so. Thus there will be a sharp 
rise in the capital investment per 
worker. While relatively a laborer’s 
position may become less, the in- 
creased capital equipment will make 
him individually more and more val- 
uable and increase greatly his pro- 
ductivity. 

One result of this—which should 
be interesting and important to you 
credit men—is the increased amounts 
of fixed capital that will appear on 
company balance sheets. You have 
always had a high preference for 
liquid assets and a certain abhor- 
rence of much money being tied up 
in machinery and equipment. The 
great contributions made by the im- 
proved machine tools represent 
something, however, that you can- 
not overlook. Thus you may well 


find that those companies whose 
proportions of fixed assets are in- 
creasing on the balance sheet in com- 
parison with current assets are the 
ones with best prospects for success 
and so entitled to higher credit rat- 
ings. I believe this to be a very 
definite and important trend of the 
times and one that will force a 
change in viewpoint when the credit 
man reads future balance sheets. 

A very important corollary to this 
is the necessity of investigating thor- 
oughly the matter of depreciation 
and obsolescence. Machinery will 
tend to become out of date much 
more quickly than in the past be- 
cause of the rapid pace of industrial 
invention and progress. Likewise the 
greater use of mechanical equipment 
will tend to shorten the working life, 
forcing much higher rates for de- 
preciation and obsolescence than in 
the past. It behooves a careful credit 
manager to make sure, therefore, 
that proper reserves are being pro- 
vided for these items and profits not 
being overstated by failure to do so. 


Development of Electric Power 


One of the most striking events 
of the past ten or fifteen years has 
been the tremendous development 
in the production of electric power. 
It is believed that we have just made 
a start in this whole field of power. 
Just whether future development 
will be along the same lines and in- 
volve only the installation of more 
water and steam power facilities, | 
am not able to say. “I would guess, 
however, that future growth is more 
apt to come from the use of atomic 
energy which, if effective controls 
and cheap methods for its produc- 
tion can be developed, should pro- 
vide an almost unlimited amount of 
power and heat available to nearly 
everyone anywhere in the world. Its 
use for all kinds of industrial pur- 
poses, as well as for the heating 
and airconditioning of buildings and 
homes, can be visualized quite 
readily. 

It has been stated that the equip- 
ment required for the production of 
atomic power is too large and com- 
plicated for use by automobiles but 
the transmission of electric power 
by wireless is not at all outside the 
realm of possibilities. The automo- 
bile of the future may well use power 
furnished in this way and thus be- 
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come a much simpler type of vehicle. 
Thus we may well see buildings, 
homes and automobiles become ob- 
solescent within a comparatively 
short period, providing a tremendous 
amount of new business for replace- 
ment and expansion. It seems to 
me that atomic energy, together with 
additional developments that may be 
expected in the world of chemistry 
and other sciences, should provide a 
promising enough future to satisfy 
a courageous and pioneering busi- 
ness world for a very long time to 
come. 


Position of Business Men 


What then should be the attitude 
of the business man as he finds 
himself facing these and other ele- 
ments of a fateful and uncertain 
future? It is easy to become con- 
fused and fatalistic about the whole 
situation, but this need not be. 
Rather it is more than ever a time 
for clear thinking and sound judg- 
ment. 

In order to exercise these the busi- 
ness man will have to keep up to 
date and informed at all times. He 
will need to have the “feel” of the 
situation and the times. This can 
come only from close and intimate 
association with business conditions 
both in general and for his own in- 
dustry. He must be very careful not 
to crawl out on limbs from which he 
may get sawed off with great sur- 
prise and suddenness. A typical ex- 
ample of such a situation would be 
an extended inventory. Inventories, 
by the way, are going to require the 
most careful attention of credit men 
in these days of such great uncer- 
tainty. He will have to be something 
of an opportunist, ready to jump 
quickly in whatever direction may be 
expedient at the time. Frequently 
he will have to follow what he will 
probably call his “hunches.” It is 
really not fair to give hunches the 
bad reputation usually attributed to 
them. Frequently they are really in- 
formed judgments based upon ac- 
quired background and subconscious 
interpretation of it. 

I do not mean by all this that the 
business man should give up mak- 
ing plans for the future, although, 
because of the many factors involved, 
it will be impracticable to plan in 
detail for any long period ahead. To 
have a definite and fixed goal is 
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J. ust 
Published 


An Important New Book 


about Taxes and Bad Debt Reserves 


HAT are “Bad Debt Reserves?” How 

\ \ are they set up under Internal Reve- 

nue law? How much may be assigned to such 

reserves? May this amount be increased 
annually? 


These and related questions are frequently 
asked American Credit Insurance agents. 
They are questions of particular importance 
on March 15th. To give you constructive 
advice, American Credit Indemnity Com- 
pany has secured permission to distribute the 
authoritative new book, “The Tax Consult- 
ant Reviews Bad Debt Reserves,” by Ludwig 
Prosnitz, CPA, of Prosnitz, Anderson & Co. 
We are making this book available without 
cost or obligation, as a service to business- 
men, accountants and bankers. 


The subjects covered by Mr. Prosnitz 
include: How are tax returns based on a 
reserve basis? When may bad debts be 
deducted? How can a firm operating on a 
cash basis change to a reserve basis? What 
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Debt Reserves.” 
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dollar amount may be assigned to bad debt 
reserve when established? Is amount placed 
in reserve taxable at that time? Are losses 
charged to reserve subject to tax? 


We believe this book is of vital importance 
to you and your business. Just mail the 
coupon below and a copy will be mailed to 
you without cost or obligation. American 
Credit Indemnity Company of New York, 
Dept. 47, Baltimore 2, Md. 
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“Something durable, please--- his 
creditors always grab him by the tie” 


REAMER KELLER 


much more important than any spe- 
cific and rigid plan to reach the 
goal. It may be necessary to take 
many by-paths and to backtrack 
often before the destination is finally 
reached but the reaching is of far 
greater consequence than the method 
of getting there. 

Perhaps a clearer and simpler way 
to state all this is merely by saying 
to be ready and keep ready. The 
business man is headed into a most 
interesting future. Apparently it will 
be an exciting and dangerous one 
which will require all the skill, ex- 
perience and versatility he may have. 
If he keeps himself strong and in- 
formed, there is no reason why he 
should face it with either fear or 
doubt. It is my personal belief that 
both this country and the whole 
world can reach beyond any previous 
dream’s heights of prosperity and 
happiness. 


How to Avoid 
Credit Losses 


(Continued from page 18) 


by investigation and the information 
was made available to all interested 
parties. Next, the tremendous task 
of obtaining cooperation from a 
large number of widely scattered 
creditors, virtually impossible from 
the standpoint of individual action, 
was reduced to an almost routine 
proceeding. Finally, competent and 
continuing supervision was pro- 
vided. The results—a business 
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saved for the 
debtor, 100% re- 
covery for the 
creditors, and a 
continuing sales 
outlet preserved. 
What were the 
alternatives? 
Bankruptcy, ruin 
and _ complete 
loss. Let’s make 
it a rule to in- 
vestigate the 
possibility of re- 
habilitation for 
every involved 
account. It’s the 
best kind of 
good business. 


Financial Counselor 
Is Featured Speaker 
At Rochester Event 


Rochester: Harry C. France, financial 
counselor and syndicated columnist, was 
the speaker at a joint meeting of the 
Rochester Association of Credit Men and 
the Rochester Retail Credit Association 
on Wednesday, December 10th. 

His speech, entitled “The Economic 
Transfusion,” dealt with the necessity 
of a better understanding on the part 
of credit executives of the influence of 
stocks, bonds and other financing on the 
operations of American business. 


Harry A. Lee Honored 
In Rhode Island for 
Outstanding Service 


Providence: At the Christmas party 
of the Rhode Island Association of Credit 
Men the members 
honored Harry A. 
Lee, former credit 
manager of the 
Providence Jour- 
nal Co., a possessor 
of the outstanding 
continuous service 
record among 
credit men in the 
State of Rhode 
Island. Over 160 
members and 
guests were pres- 
ent. 

Mr. Lee retired 
on October Ist 
after 41 years of 
service. For over 
20 years he at- 
tended practically 
every National 
Convention and 
was an active par- 
ticipant in the Ad- 
vertising Media 
Group. 


JEFF KEATE 


C. E. King Honored 
By His Firm After 
45 Years’ Service 


Binghamton: 200 people turned out on 
December 28th to honor C. Evan King, 
Assistant Secretary of General Aniline & 
Film Corp. and Treasurer of Ansco, who 
was guest of honor at a dinner at the 
Arlington Hotel. Mr. King will retire 
on January Ist after almost 45 years 
with the company. 

Scores of telegrams and letters were 
received by Mr. King, among them 
messages from Governor Dewey and Sen- 
ators Wagner and Ives. Mr. King is a 
former National Director of the NACM. 


Creditor’s Legal Aids 
Reviewed at Forum of 
New Jersey Credit Men 


Newark: Continuing its fine series of 
credit forums, the New Jersey Associa- 
tion of Credit Executives discussed the 
creditor’s legal aids at a forum on De- 
cember 9th. Lawrence Raff, of the law 
firm Raff & Sherman, and Professor of 
Sales at the John Marshall Law School 
was the principal speaker. 


Legislation Is Discussed 
At Terre Haute Meeting 


Terre Haute: Walter Maehling, of 


Maehling Insurance and Real Estate, 
led a discussion on the legislative trends 
affecting business at the regular meeting 
of the Terre Haute Association of Credit 
Men on December 19th. Mr. Maehling 
is Chairman of the legislative committee 
of the Association and a member of the 
State Legislature. He spoke on the work 
done by both the local and national legis- 
lative committees. 


SHEPPARD 
com PANY 


"| didn't know you meee in hie bonnet 
last year Sheppard— what month was it?” 
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Ellen Crabb Will 
Retire From Sioux 
City Association 


Sioux City: The Interstate Association 
of Credit Men at its January meeting will 
say good-bye to its Secretary for the 
last 21 years, Ellen M. Crabb, who will 
resign on February Ist. Her successor, 
Harold E. Dye, will be introduced at 
that meeting. 

Mr. L. Motz, former National Direc- 
tor, will be the main speaker at the 
meeting, and will describe the advan- 
tages of membership in both local and 
National Associations. The Sioux Falls 
Association of Credit Men will meet 
jointly with the Sioux City Association 
at this meeting. 


National Director 
Paul Viall Is New 
Tennessee President 


Chattanooga: The annual meeting of 
the Tennessee Association of Credit Men 
was held on December 16th, the Whole- 
sale Credit Women’s Group being in entire 
charge of the meeting. The guest speaker 
was Mrs. Hiram G. Hill and her subject 
was “Conditions as They Now Exist 
in England.” 

Mrs. B. H. Robinson, President of 
the Wholesale Credit Women’s Group, 
gave a very interesting report on the 
Women’s Group. 

Paul J. Viall, Chattanooga Medicine 
Co., was elected President; other officers 
elected were: Paul Ramsey, Ramsey Elec- 
tric Supply Co., lst Vice-President ; W. J. 
Anderson, Chattanooga Belting & Sup- 
ply Co., 2nd Vice-President; G. Royal 
Neese, Adjustment Bureau, Secretary- 
Treasurer, and W. C. Cannon, Pure Oil 
Co., Chairman of the Board. 








Credit Correspondents! 


You often have faced the problem: 
Just How Shall I Phrase That Letter 2 


Here at last is a new book on business letters written from an 
entirely different angle. PSYCHOLOGY in CREDIT LET- 
TERS, by H. M. Sommers, Credit Manager, Trojan Hosiery 
Mills, Indianapolis, a practicing credit executive, who tells you 


not only how to phrase that important letter, but why. 


The first chapter is devoted to a discussion of the five 
motivating forces in human conduct. The author 
then shows how to play on those five forces to achieve 
the maximum results. 


PSYCHOLOGY in CREDIT LETTERS is made doubly valu- 
able by its format. The right hand pages contain the sentences 
and paragraphs which the author recommends, and immediately 
opposite the left hand page contains the reasons why these 
passages are particularly valuable in credit work. The chapter 
on discount abuses and how to go about curbing them is excep- 


tionally useful. 


The price, cloth-bound is only $3.00, postage paid. Send 
for your copy today. 


Publications Department, National Association of Credit Men, 
One Park Avenue, New York 16, N. Y. 


Gentlemen: 


Please send me my copy of PSYCHOLOGY IN ‘CREDIT LETTERS by 
H. M. Sommers 


; ah R iti nested Sak On Ake aie Check enclosed [J 

‘If there are any important messages while 

I'm out, Miss Suggs, just jot them down on 

odd scraps of paper and lose them, as usual” i 5 iad oh, Feat Rinne ree Bi Bill me oO 
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National Board at Work 


A D0rectors R eport on Directors 


only to those who may some- 

times wonder how the business 

of their National Association is 
run, and just what their Directors 
do while in session, wherein national 
problems are studied, plans are for- 
mulated, and instructions are im- 
plemented. 

To understand the procedure, as 
well as the results of the accomplish- 
ments in this meeting, it is important 
to know some things concerning the 
composition of the Board, as well 
as the organic nature of the Associa- 
tion on whose Board they serve. In 
the first place the Association is, and 
of itself, not only a trade association, 
but a very real and important busi- 
ness institution, having substantial 
pay rolls to meet, taxes to pay, 
offices and quarters to lease, supplies 
and equipment to buy, personnel 
problems to solve, audits to analyse, 
sales reports and problems in both 
membership and service, as well as 
a very real and substantial publish- 
ing business with problems that can 
be, and are at times, troublesome to 
solve. 


only primarily, is important 
¥} 


The Main Objective 


Notwithstanding these problems 
of commercial existence, the main, 
and therefore the most cogent in- 
fluence, which must of necessity in- 
fluence the decision of your Board 
in any and all important considera- 
tions, is the fact that the one and 
important reason for the existence of 
the Association is the constant en- 
largement and refinement of the pro- 
fession of “credit management” to 
the end that the accounts receivable 
of the business of the nation may be 
safeguarded. 

The importance of this is wit- 
nessed by the fact that from every 
class and kind of business, drawn 
from every corner of the nation, 
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by T. B. HENDRICK 


Credit Manager 
COLLINS - DIETZ - MORRIS CO. 


¢ Oklahoma City 
( National Director for the Sixth District ) 


representing every creed, every poli- 
tical faith, as well as every size of 
business institution, credit people 
have associated themselves together 
in the nation’s largest trade associa- 
tion dedicated to the end of better 
business through better credit. This 
unique organization is composed of 
approximately 28,000 individual 
members, gathered together in 122 
individual, and self-contained “‘Local 
Credit Associations,” who in turn 
hold membership in the “National 
Association.” 

Contained in the National Asso- 
ciation are twelve separate depart- 
ments, or activities, each of which 
are part and parcel of the whole, 
but for practical purposes thus sep- 
arated, separately organized, and in 
some instances separately financed. 
The work of all of these must be 
inspected, studied, and planned for. 
Each of these is very important to 
the credit managers and business in- 
stitutions which it serves. All are 
not used by every credit manager, 
but each is used, and considered in- 
dispensable, by a very large number 
of individual credit managers, and 
Associations. Many of these are self- 
supporting. All must have expert 
‘ndividual attention. All have prob- 
lems, the solution of which is vitally 
important, and which challenge the 
most astute minds. 


Agenda for Three Days 


For the consideration of such prob- 
lems as these, 24 men and women, 
constituting the Board of Directors 
of the National Association of Credit 


Men, and a President and three Vice 
Presidents gathered around the Di- 
tectors’ table at Oklahoma City No- 
vember 20th, 1947. After introduc- 
tions and greetings they settled down 
to three days of exceedingly trying 
and difficult work. 

It is well to note that one third 
of this group was sitting at a session 
of the Board for the first time. These 
people needed to have a review of 
the background of the departments 
and problems, in order that they 
might understand that which was 
before the Board in this instance. 
Another third was serving the last 
of their three year terms, and finish- 
ing in this meeting their tenure of 
office. The remaining portion of the 
group had the advantage of one pre- 
vious year’s experience, and looked 
forward to another year in the work 
of the Association before their terms 
of office would expire. 

Gathered with the Board, from 
every part of the nation, were many 
men who had come, at their own 
expense, in order’ that they might 
render valuable assistance to the 
Board in considering various mat- 
ters. These, primarily; were past 
Presidents of the National Associa- 
tion, past Directors of the Associa- 
tion, or Chairman of National Com- 
mittees of the Association, whose 
interest had continued after the ex- 
piration of their terms of office. 
These men were giving gracrously, 
and freely, of their time in order that 
the best interest of the credit fra- 
ternity as a whole might be better 
served. Along with these were mem- 
bers of the staff, who were not only 
concerned with reports and work of 
their particular departments, but 
who were also charged with the 
responsibility of the clerical and ad- 
ministrative work edénnected with 
the Board Meeting. In addition to 
these, the four local Managers who 
represent the Secretarial Council 
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were helpful and cooperative, acting 
in an advisory capacity to the Board. 

Nineteen individual subjects were 
docketed on the meeting program. 
Many of these subjects carried as 
many as ten important subdivisions, 
all of which required individual con- 
sideration. To report fully the dis- 
cussions, as well as the decisions 
concerning these various subjects, 


would require volumes. There were, 


however, certain fundamental in- 
fluences, as well as high points, 
developed in the meeting that are 
important to all. From the first 
minute of introduction, to the last 
minute of resolutions, every member 
who was present was alert, and hon- 
estly trying to plan well, and act 
wisely for the benefit of the profes- 
sion as a whole. 


Finances Affect Each Problem 


The question of finance necessarily 
ran through every discussion, and 
the formulation of each plan. Since 
the National Association of Credit 
Men, and its individual members, 
stands for the very best practices in 
financing and economics, certainly 
it could not fur one moment let its 
own finances get out of adjustment, 
or be subjected to criticism. The 
National Association receives and 
spends each year substantial sums 
of money. It also holds in trust other 
substantial funds set aside for par- 
ticular developments and uses. All of 
of these must be carefully audited. 
The expenses of the Association are 
carefully budgeted, and progress of 
business must be checked to see that 
the expenses and obligations of the 
National Association are kept within 
the limits of this budgeted income. 

The demand for service from indi- 
vidual members, as well as_ local 
Associations, is extensive. They have 
a right to expect much, and they do 
receive a very great deal. The very 
reason for the existence of the Na- 
tional Association, as stated above, 
is to serve these members, and do it 
well. There are many more things 
that have been suggested that might 
be done by the National Association 
for its members. To do these things, 
however, would require additional 
finances for the Association. With 
the increased membership in the Na- 
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help your business make more profit? 


ANUFACTURERS AND WHOLESALERS have dis- 
M covered that they can secure many advantages 
... not offered by commercial time loans . . . under our 
Commercial Financing Plan. In the past five years 


they have used this plan to a total of more than ONE 
BILLION DOLLARS. 


If your company needs additional money quickly, you 
will find this plan more liberal, more ‘flexible, more 
conducive to progress and profit. You may find that 
you would have to secure a rate of 4% per annum, or 
less, on a commercial time loan to keep the cost com- 
parable. And you will find that this plan frees you from 
worries about renewals, calls, and periodic clean-ups 
of your loans. It involves no interference with your 
management, places no restrictions on your operations. 


Whether your business needs thousands or millions, 
send for our book, “A Better Way to Finance Your 
Business.” It gives the complete story, with case 
histories and actual dollars-and-cents comparisons, of 
the cost of money under our plan vs. time loans. Just 
phone or write the nearest Commercial Credit Corpora- 
tion office listed below. 


COMMERCIAL FINANCING DIVISIONS: Baltimore 2 
New York 17 * Chicago 6 « Los Angeles 14 * San Francisco 6 
Portland 5, Ore...and other offices in more than 300 cities 
of the United States and Canada. 
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tional Association, with its corres- 
pondingly increased income, also 
comes the additional expense to 
service and care for this increased 
membership. Also it should be noted 
in fairness to the Executive Man- 
agement of this Association, that the 
expenses of the National Associa- 
tion, in meeting its necessary sal- 
aries, supplies, travelling expenses, 
etc., have gone up the same as have 
yours and mine. 

Several departments are under- 
staffed. Much of the progress that 
is being made, and the splendid 
showing that we now have, is due 
to the loyalty of these departmental 
heads, and their willingness to put 
everything they can into the accom- 
plishment of their assigned tasks. 
The entire membership of the nation 
should be proud of these men. With- 
out exception, they can command, 
and receive, as good, or better, from 
a hundred different institutions 
throughout the nation. In the course 
of the Board meeting the work of 
each of these men was subjected to 
careful scrutiny, frank discussion of 
their problems was held, and sug- 
gestions offered, which were felt by 
the Board, and by these people 
themselves, to be highly beneficial 
in the improvement of their work. 


Many Important Ideas Presented 


Many other suggested improve- 
ments could, and in some instances 
should, have been made, except for 
the simple reason of insufficient fi- 
nancial ability on the part of the 
National Association to perform. 
The Board must do its best, and did 
its best to see that the fullest results 
are obtained within the limits of ex- 
isting income. Equally important, the 
Board felt that it must seek every 
possible efficiency in operation to im- 
prove and enlarge the scope and size 
of income by increased sales of serv- 
ice, including membership. This 
problem is ever present. It is worth- 
while to note, however, that the fi- 
nancial status of the Association has 
been put on a sound basis, and kept 
there for the past many years. It 
is not the primary intention of the 
Association to accumulate funds, but 
rather, within the limits of its in- 
come, to give the maximum of serv- 
ice for the funds with which it is 
supplied. 

The desire to improve the general 
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status of credit management, as well 
as the status of credit itself, is -re- 
flected in the efforts to launch a new 
and worthy branch of the Associa- 
tion, which will be self-contained, 
and self-financed, in the field of 
credit research. Many problems per- 
taining to credit and economics vex 
the businessman and the credit man, 
particularly today. Many of these 
problems can reasonably be expected 
to be solved if sufficient facts can be 
developed with which to diagnose 
them, and determine their solution. 
Without these actual studies, un- 
biased by any particular branch of 
business or political influence, we 
cannot hope to find the answer to 
some of our most irritating financial 
and credit problems. It is hoped that 
the work of our Credit Research 
Foundation, when able to begin its 
work in that field, will add materi- 
ally to the position of the credit man- 
ager, and to the soundness of credit 
throughout the nation. 


Amendments to Constitution 
Considered 


Along with these items on the 
agenda of the meeting came such 
matters as the nomination and elec- 
tion of officers, consideration of a 
plan for redistricting the National 
Association as pertains to its Board 
member representation, and consid- 
eration of certain constitutional 
changes, if not a complete rewriting 
and modernizing of the existing con- 
stitutional as a whole. Resolutions 
involving various procedures and 
practices came from a number of 
local Associations, all of which were 
important and beneficial, and re- 
ceived careful consideration. 

The Board carefully and patiently 
worked on the subjects that have 
been named above, as well as such 
other important subjects pertaining 
to operation of the Credit Inter- 
change, Adjustment Department, 
Collection Bureau, Educational De- 
partment, Public Relations and Pub- 
lications, Foreign Department and 
Foreign Interchange, Washington 
Service, Fraud Prevention and 
Women’s Work. Each of these were 
entitled to full and individual hear- 
ing, and the benefit of the thinking 
of the individual Board members, as 
well as information that had been 
brought there from representative 
Associations throughout the nation. 


CREDIT AND FINANCIAL MANAGEMENT, January, 1948 








Many current subjects likewise 
needed consideration, such as reports 
on status of local Associations, 
membership reports, National Con 
vention plans, personnel problems, 
Secretarial Council reports, admin- 
istrative reports, to say nothing oi 
unfinished business of former Board 
meetings, and finally new business 
and resolutions of this particular 
meeting. 

All of these and more occurred be- 
tween the original introduction and 
the final adjournment of the meet- 


ing. 
Reaction of Board Members 


The Board members at the con- 
clusion of their meeting, looking 
back over their experience, realizing 
the extent of their work, and its im- 
portance to the individual member- 
ship, felt that if in some manner 
they might be able to give you a 
glimpse of the scope of their work, 
as well as the earnestness with which 
they sought to discharge their re- 
sponsibilities, you would in turn 
come to have a better appreciation 
of your National Association and the 
things which it seeks to accomplish. 

It is not only natural, but right, 
for the individual members to in- 
quire as to how they are represented, 
the nature of the procedure, and if 
the results represent the clear, in- 
dependent thinking of the members 
of the Board. The Board itself felt 
that a report to you, who are rep- 
resented, and for whom we work, 
should be in order. I was asked to 
write you such a report. 

I think, however, that perhaps an 
extract from a lettey written by one 
of the new members of the Board to 
another member of the Board follow- 
ing the meeting, expresses the spirit 
of the meeting better than I possibly 
could. This member did not expect, 
when writing his letter, to have it 
placed in circulation, or offered for 
publication, but I am sure that it 
reflects such a fine summation of the 
whole, that he will not resent my 
giving it to you below: 

“As you know, this was my 
first Board Meeting, and my role 
was largely that of an observer. | 
was almost as much surprised as 
impressed by the vigor of discus- 
sion, the thoroughness of ap- 
proach, and the resolution which 
characterized the whole meeting. 

















































One comes away with the distinct 
impression that when the subject 
or issue is given an overhauling in 
that meeting, the answer will usu- 
ally come out right.” 

I think that I express the feeling 
of the individual members of the 
Board, as well as the staff, and 
others present, when I say that it 
was a fine experience for every man 
and woman there to have the privi- 
lege of mingling and working with 
the other members of this Board. 
It is exhilarating and exciting to see 
the brilliancy of mind, the thorough- 
ness of knowledge, and the honesty 
of purpose demonstrated by the 
members of this Board in their look- 
ing after the business of the National 
Association. A more democratic pro- 
cedure could not be conceived or 
executed. We, as individual mem- 
bers, enjoyed every minute of this 
meeting. We believe that we have 
done our job well, and we are com- 
pletely sold as to its future possibili- 
ties, 


Much Work to Be Done 


In spite of the splendid progress 
reported, we know from our three 
days of study that we, as a National 
Association, have only begun now to 
enter into some of the great things 
that can, and in our time will, be 
done by our own group in behalf not 
only of ourselves and our profession, 
but for the business of the nation. 
We recognize that, as your Board, 
we are under obligation to reflect 
your desires in any and all the de- 
liberations. For we recognize that, 
after all, yours is the final word. We 
submit the summation of this work, 
feeling that it will meet with your 
approval, and we wish that every 
member of the National Association 
could, at one time or another, have 
the privilege and the pleasure of see- 
ing as well as hearing their National 
3oard in operation. 


France Is Discussed 
At Detroit Meeting 


Detroit: The December luncheon meet- 
ing of the Detroit Association of Credit 
Men was featured by a talk by Leonard 
P. Reaume, President of Reaume & Sillo- 
way, Inc. real estate brokers, on 
“France Today—Portent of Our Own 
Economic Future.” 

Mr. Reaume recently returned from 
. visit to France and England. He gave 
en impartial appraisal of France today. 


tember 1947. 
Departments and Agencies 





Executive Departments 
(except National Defense Establishment) 
Agriculture. . A 
Commerce. Ped: Ae ae PEED ot 
Sn ree cs cng ne hho ones 
Ss gS een pee 
Post Office... . 
State. . 
Treasury. . Berita 
Emergency War Agencies 
Office of Defense Transportation........... 
Office of Scientific Research and Development 
Office of Selective Service Records........ 
Postwar Agencies 

Council of Economic Advisers............. 
National Security Resources Board........ 
Office of Government Reports. . 
Office of the Housing Expediter.. 
Philippine Alien Property Administration. . 

U. S. Atomic Energy Commission.......... 
War Assets Administration................ 
Independent Agencies 
American Battle Monument Commission. . . 
Bureau of the Budget..................... 
Civil Aeronautics Board................... 
Civil Service Commission................. 
Export-Import Bank of Washington......... 
Federal Communications Commission...... 
Federal Deposit Insurance Corporation... .. 
Federal Mediation and Conciliation Service. 
Federal Power Commission............... 
Federal Security Agency.................. 
Federal Trade Commission................ 
Federal Works Agency.................... 
General Accounting Office................. 
Government Printing Office............... 
Housing and Home Finance eee. ee 
Interstate Commerce Commission. . is 

Maritime Commission. . 

National Advisory Committee for Aeronautics 
re 
National Capital Housing Authority........ 
National Capital Park and Planning Comm.. 
National Gallery of Art.................... 
National Labor Relations Board............ 
National Mediation Board. . 

Panama Canal.. 

Railroad Retirement Board.. eee Ga ist 
Reconstruction Finance Corporation. Re tesa 
Securities and —s Commission. 
Smithsonian Institution. eater ee 
Tariff Commissfon. . 

Tax Court of the United States. . 

Tennessee Valley Authority. . pet wel 
Veterans’ Administration.................. 


Total, excluding National Military Estab. . 
Net decrease, excluding National Military 


National Military Establishment? 
Office of Secretary of National Defense... .. 
Department of the Army 
Inside continental United States........... 
Outside continental United States.......... 
Department of the Navy. Ee aree arsed 
Department of the Air WIGS 25, osc es 


Total, including National Military Estab.. 
Net increase, including National Military 
Establishment. . 


1 Established pursuant to Public Law 253 (80th Cong. i; ; 6 employees were reported for the 
National Security Resources Board by the Department of the Navy for September. 
2 Established pursuant to Public Law 253 (80th Cong.). 


September| October 


Uncle Sam's Payroll 


Consolidated table of Federal personnel inside and outside continental United States 
employed by the executive agenctes during October 1947, and comparison with 


Increase | Decrease 


Sep- 





76,241 
36,960 
47,575 
24,847 
4,393 
457,175 
20,944 
86,439 


44 
61 
637 


7,183 
1,175 
513 





229 

124 
14,873 
210,577 





(3) 
246,606 





139,457 
341,815 
109,164 


2,010,781 


Council and Central Intelligence Agency personnel. 


3 4 Employees reported by the Navy Department for the Office of Secretary of Defense for 


September. 


4 Established on departmental level by Public Law 253 (80th Cong.) ; 109, 164 employees 
reported by the Department of the Army for the Air Forces in September. Only Air Force 
personnel within the United States are reported separately ; overseas personnel are reported 


by the Department of the Army. 
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47,151 


461,959 
765 
86,126 
40 
661 
59 


20 
5,347 


4,378 
33,729 


3,613 | 


208, 647 


1,173,739 | 1,172,104 | 
ROI ns hice etic cae... Yd gece: SER Yoga 
433 | 


252,878 


137,528 | 


340,159 
110,305 


2,013,407. 


Exclusive of National Security 
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a cc 
13,858 11,232 
2,626 
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A Thought For 1948 


Let your number one New Year’s resolution be to increase 
your knowledge of Credit. That is one resolution to make and 


stick to, for when you invest in education, you invest in yourself. 


Make up your mind here and now that in 1948 you will do 
everything in your power to increase your equipment for the job 
you have to do. The better prepared you are, the better your 
chances of getting ahead. And you are worth more to your 


firm, too! 


The best way to go about it is to fill out and mail the 
coupon below. By enrolling as a student in the Na- 


tional Institute of Credit you put yourself ahead of 
the field. 





National Institute of Credit 
One Park Avenue 
New York 16, New York 


Gentlemen: 


I am interested in your program of Credit and Financial Education by Correspondence. Please send me your 
1948-1947 Catalog. I am particularly interested in the course or courses checked below: 















.... Economics ....Credit and Commercial Laws .... Office Management 
... Accounting ... .Financial Statement Analysis .... Business Letters 
. Credits & Collections .... Applied Psychology .... Marketing Methods 


.... Business Writing ..Money and Credit . Financial Management 





Check if a veteran (....) 


eee ee Mee eee eee ewe we eee eeeeseeseeseeeees @ se SAUINESMMM 2. es tee eee eee eee eee ee erm eee eee ereeteeereene 


VATA MILER OTE oy LP bY Ceska ie 
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About Credit Leaders 


ACM NEWS 


Association Activities 





Credit Men Greet 
Christmas With 
High Good Cheer: 


Christmas comes but once a year 
and as usual it did not pass with- 

“ out some observance ‘by most 

Associations of Credit Men. Some 
Associations flung care to the winds and 
relaxed; others combined a little business 
with a lot of pleasure and presented 
featured speakers. : 

Henry H. Heimann made his annual 
appearance at St. Louis en route to spend 
Christmas with his family. The credit 
men in Des Moines heard a talk by Mort 
Reed, of Better Homes and Gardens, on 
“Construction in the Future.” He dealt 
with all the unusual features planned in 
the home of tomorrow. At Kansas City 
the speaker was Dr. Robert I. Wilson, 
Pastor of the First Baptist Church in 
Kansas City, and a recital by the A Ca- 
pella Choir of the Westport High School. 
In Bridgeport Richard C. True, of the 
Bituminous Institute of Washington, 
D. C., spoke on “What Coal Means to 
You.” 

In Chattanooga the Christmas party 
and the annual meeting and election of 
officers were combined. In Seattle L. M. 
Curtin, General Agent of the Nickel 
Plate Road, spoke on “Random Ob- 
servations.” In Terre Haute they showed 
a colored movie, “Wings Over South 
America,” presented by Miss Diane Hy- 
land, of Pan American Airways. 

However, taken by and large, there 
was not. much business done at the 
Christmas parties, but a lot of members 
had a good time and got to know their 
fellow: members a little better, which is 
good enough. excuse for any party. 


Some of our readers did not re- 
ceive their December copy of 
CREDIT AND FINANCIAL MAN- 
AGEMENT on time. Should this 


happen again please be indulgent 
and remember that printers work 


to a very tight schedule and the 
incidence of a holiday makes that 
schedule even tighter. Add to this 
the condition of the mails at a 
holiday season and you will see 
that some delay is inevitable. 





MEMBERSHIP PROGRESS 


REPORT 
May 1, 1947 to DECEMBER 31, 1947 
COMPARISON 

Net Total 

Gain Dec.31 Percent 
CLASS A 
SE Ue Sn as py 710 108.75 
Cleveland ....... 45 636 107.61 
Rochester ....... 33 534 106.58 
CLASS B 
San Diego ...... 42 337 114.23 
Newark .......: 31 381 108.85 
Baltimore ....... 33 508 106.94 
CLASS C 
i re 31 208 117.51 
Des Moines ..... 30 220 115.78 
Lexington ....... 23 206 112.56 
CLASS D 
Washington ..... 16 126 114.54 
NN ik ec us 16 163 110.88 
Salt Lake City ... 18 191 110.40 
CLASS E 
Albuquerque .... 26 86 143.33 
NR Se sas 23 78 141.81 
Youngstown ..... 20 101 124.69 
CLASS F 
Springfield, Mo. . 7 34 233.00 
ee Ess. ee 6 30 125.00 
VOOM 0c ce SD 25 125.00 


T. F. Coonelly Heads 
Sales Promotion for 
New York Association 


New York: Thomas F. Coonelly has 
been appointed Sales & Promotion Man- 
ager of the New York Credit Men’s 
Association. Mr. Coonelly was formerly 
manager of the Eastern Seaboard Credit 
Interchange Bureau for the National 
Association of Credit Men. 

Although only 39 years old, he has 
spent almost 25 years in credit work, 
having held his last position 13% years 
and a previous post, with the Philadel- 
phia Association of Credit Men, for 11 
years. 


Raymond Hough in Denver 


Denver: Raymond Hough, retired Ex- 
ecutive Manager of the New York Credit 
Men’s Association writes to say that he 
is now settled down in Denver and en- 
joying himself thoroughly. He has joined 
a couple of civic clubs and hopes to 
contribute something to the general wel- 
fare from time to time. 

His address is 1142 Humboldt Street, 
Denver 6, Colorado. 
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Minneapolis Tops 


yoo zn Current 


Member Drive 


Minneapolis: The Minneapolis Asso- 
ciation of Credit Men has passed the 
500 mark in its 1947-48 membership 
campaign. That happy fact was an- 
nounced at the November meeting of the 
association, and the Minneapolis Tribune 
ran a picture and story in its columns 
the following day. 

Mr. Joe Murphy, who is membership 
chairman this year, has done a wonder- 
ful job, and his achievement is a very 
important milestone in the 50-year his- 
tory of the Minneapolis Association. 


Baltimore Membership 
Chairman Is Honored 
At Christmas Meeting 


Baltimore: The annual Christmas dinner 
meeting of the Baltimore Association of 
Credit Men was highlighted on De- 
cember 16th by the announcement that 
the Membership Committee had reached 
its goal of 500 members previously set 
on June 1, 1946. 

In recognition of his efforts the Chair- 
man of the Membership Committee, Mr. 
Earle R. Bromwell, was presented with 
a copy of the following resolutions which 
were adopted by the Officers and Direc- 
tors of the Association at their meeting 
held on November 26, 1947. 

“WHEREAS, Earle R. Bromwell ac- 

cepted the responsibility as Chairman 

of the Membership Committee of this 

Association, on June 1, 1946, setting a 

membership goal of 500, and 

WHEREAS, Mr. Bromwell has car- 

ried on his duties with a faithfulness 

and perseverance which has contributed 
greatly to the advancement of member- 
ship promotion of the Association and 

the attaining of a membership of 500, 

NOW THEREFORE, BE IT 

RESOLVED,. that we, the Board of 

Directors of the Baltimore Association 

of Credit Men, do hereby express to 

Mr. Bromwell our sincere appreciation 

of his services, and wish him a like 

measure of success in all his future 
undertakings; and be it further 

RESOLVED, that a copy of these 

RESOLUTIONS be presented to Mr. 

Bromwell as a special token of our 

esteem and appreciation.” 
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Credit Fraternity 
Reelects Entire 
Board of Officers 


New York: Paul E. Hunter, of Pa- 
cific Mills, was reelected President of the 
Credit Men’s Fraternity at the annual 
meeting held recently. This will be Mr. 
Hunter’s fourth successive term in this 
office. 

The entire board of officers was re- 
elected also. The board consists of the 
following: Henry C. Scheer, American 
Woolen Co., Chairman of the Board; 
Edward F. Addiss, impartial chairman of 
the Textile Refinishers Association, 1st 
Vice-President ; William H. Pouch, Con- 
crete Steel Co., 2nd Vice-President; 
Harry J. Delaney, Meinhard, Greeff & 
Co., 3rd Vice-President; G. Earle Kil- 
leen, First National Bank of Boston, 
Secretary ; David E. Golieb, International 
Handkerchief Manufacturing Co., As- 
sistant Secretary; James A. Stack, Stern 
& Stern, Treasurer, and Joseph Ruba- 
now, Manufacturers Trust Co., Assistant 
Treasurer. J. Jacob Hahn, of Hahn & 
Golin, continues as counsel to the group, 
and Kenneth S. Purkiss as personnel 
director. 

The Credit Fraternity is dedicated to 
the task of being prepared “to steer the 
unemployd credit man swiftly and ex- 
pertly along the road he would have 
chosen himself had he not been too 
engrossed in the problems of others to 
make such plans and provisions,” to put 
it into Mr. Hunter’s own words. 


OBITUARY 


A. E. Saunders 


Providence: Augustus E. Saunders, 
Vice-President and Director of the 
Nicholson File Co., and an employee of 
that firm for the past 47 years, died last 
month at his son’s home in Pomfret, 
Conn. 

Mr. Saunders started his career with 
the Nicholson File Co. as a bookkeeper, 
and was promoted through many posi- 
tions to that of Secretary, before his 
appointment as Vice-President. He was 
one of the founders of the Rhode Island 
Association of Credit Men, and served 
on numerous committees and as a Direc- 
tor for several years. 

Mr. Saunders was widely known in the 
credit field. He was a member of the 
Foreign Interchange Group and was a 
great friend of the late Past President 
P. M. Haight. 


Earl D. Stowell 


Binghamton: Earl D. Stowell, Presi- 
dent of the Triple Cities Association of 
Credit Men, died at his home, 694 Che- 
nango St., Binghamton, on Sunday, Jan- 
uary 4, after a short illness. Mr. Stowell 
had been prominent in the affairs of the 
Triple Cities Association of Credit Men 
for a considerable time and was connected 
with the Marine Midland Trust Co. of 
3inghamton. 
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Prominent Oakland 
Member Promoted 


To High Position 


Oakland: Ray F. Bueerrmann, for 
many years Credit Manager of the 
Aluminum Cooking Utensil Co., and a 
Past President of the Wholesalers Credit 
Association of Oakland, has been ap- 
pointed General Superintendent of the 
company, succeeding John A. Hammond, 
who died recently. 

Mr. Bueerrmann has devoted a great 
deal of his time and talent towards or- 
ganizing the Oakland Association, and 
more recently has been Chairman of the 
Education Committee. 


IF 
YOU 
WANT 
A 
CLEAR 


PiCcTuRgE 
USE 

NACM 
FINANCIAL 
STATEMENT 
FORMS 





REMEMBER 


Now is the time to start planning 
for the 1948 session of the Execu- 
tives’ School of Financial Man- 
agement at the University of Wis- 
consin, August 22 to September 4. 


Akron Credit Man 
Honored for Long 
Service at Goodyear 


Akron: George I 
W. Webster, general 
credit manager ot 
The Goodyear Tir 
& Rubber Company. 
completed 30 years’ 
continuous servic 
recently. Webster re- 
ceived his service pin 
from President E. J. 
Thomas. 

Webster began his 
his Goodyear career 
as credit manager in 

the New York office, later joining the 
treasurer’s department in Akron. Prior 
to his present position he served as credit 
manager for Goodyear’s Export Company. 
He. was appointed general credit man- 
ager in 1933. 


How to use standard > 
costs to increase 
profits 


Let the tested proce- 
dures outlined in this 
manual help you plan 
and operate a sound, 
money-saving  stand- 
ard-cost system in 
your business. This 
book provides specific 
methods to use in set- 
ting standards for 
each operational ex- 
pense—direct and in- 
direct labor, mainte- 


| nance labor and materials, operating supplies, general 


overhead, fuel, power, etc.—and shows how they may be 
better controlled. 


STANDARD COSTS 


by STANLEY B. HENRICI 
289 pages, 60 charts, graphs, tables 
$3.50 


| Here is ready-to-use data for accountants, supervisors, in- 


dustrial engineers, general managers, and other executives. 
This book covers every aspect of standard costs—from es- 


tablishing cost standards, to fixing responsibility for cost 


control—from setting up the accounts, to the use of stand- 
ard-cost data for evaluating wage jobs, estimating costs 
of new orders, determining selling prices, etc. 

It includes 29 Sample 

Forms that set a pat- 19 helpful chapters 

tern for your pro- 
gram — Expense-An- Show you how to set up accounts, 
alysis Sheet, Cost- how to set standards for direct 
Comparison Sheet, 29d indirect labor, materials, serv- 
Operational Standard. . lees, etc., how to apply the stand- 
Cost Sheet, etc. ards, and how to analyze variances. 


See it 10 Days FREE — Mail Coupon 


| McGraw-Hill Book Co., Inc., 330 W. 42nd St., N.Y.C. 18 


Send me Henrici’s Standard Costs for Manufacturing for 

10 days’ examination on approval. In 10 days I will send 

$3.50 plus few cents postags, or return the book postpaid. 

(Postage paid on cash orders.) 

Name 

Address 

City and State ... 

Company 

Position CFM-1-48 
(For Canadian price write McGraw-Tiill Company of 
Canada, Ltd., 12 Richmond Street E., Toronto 1.) 


CREDIT AND FINANCIAL MANAGEMENT. January, 1948 




















LOS ANGELES 
H. E. McManigal 


Secretary 
SUMMERS MANUFACTURING CO. 


af 
7 
HOUSTON 
W. L. Holmes 


Credit Manager 





SCHLUMBERGER WELL SURVEYING CORP. 





FARGO 
J. G. Painter 


Credit Manager 
CRANE CO. OF. MINNESOTA 


ST. PAUL 
J. N. McBride 


District Credit Manager 
SOCONY-VACUUM OIL CO. 


ASSOCIATION 
PRESIDENTS 


One of the present officers 
of the National Association 
of Credit Men was firm in 
stating, when his nomina- 
tion first came up, that he 
was not interested in hon- 
ors. He wanted to be put 
to work, please. He has been 
put to work, as they all 
have. 

Being the President of an 
Association of Credit Men is 
no mere honor either, as 
these gentlemen will be 
quick to assure you. It is 
hard, payless, and some- 
times thankless, work. But 
again they will be quick to 
assure you that the satisfac- 
tion of guiding and building 
an Association that is so 
vital to the welfare of Amer- 
ican business is ample re- 
ward for the time and en- 
ergy they spend. 
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ROCHESTER 
A. L. Wehrheim 


Credit Manager 
MICHAELS, STERN & CO., INC. 





BUFFALO 
Warren A. Yox 


Assistant Treasurer 
MARINE TRUST CO. 





LINCOLN 
Ray J. Becker 


Vice-President 
FIRST NATIONAL BANK OF LINCOLN 
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News of the Credit Women’s Groups 


Sara Jane White 


Cleveland: Miss Sara Jane White, 
Dean of Credit Women in the Cleveland 
Club, is chairman of the Convention 
Committee for Credit Women. Miss 
White has been well known in the Na- 
tional Association since 1941, when she 
was appointed Chairman of the Credit 
Women’s National Executive Committee. 
Miss White has also served on the Reso- 
lutions and the Publications Committees 
of the National Association. 

Her work with the National Associa- 
tion was preceded by many years with 
the Credit Women’s Club of Cleveland, 
which she helped organize in 1934. She 
served as president of the Cleveland 
Club from November 1935 to 1936, and 
in the years following was of invaluable 
help in guiding and building up this 
organization. 

Before coming to Cleveland from 
Philadelphia in 1923, Miss White ‘was 
Credit Manager for the Crane Ice 
Cream Company. Since this company 
held a membership in the National Asso- 
ciation, there were many familiar faces 
in the Cleveland Association of Credit 
Men to make her feel welcome in her 
new home town. She is now Assistant 
Secretary of the Cleveland Ice Cream 
Company, a subsidiary of the Bowman 
Dairy Company of Chicago, Illinois. 

Her years of association with the local 
and national credit groups, and her con- 
sistent attendance at conventions, make 
her position as Chairman of the. Credit 
Women’s : Convention Committee and 
her success at that job a foregone con- 
clusion. 


Birmingham: The Birmingham Whole- 
sale Credit Women’s Group held their 
annual Christmas party on December 16th 
at the Molton Hotel. This year we 
inaugurated a new idea for our party, 
one that is truly in keeping with the 
spirit of Christmas. We entertained as 
our guest little fourteen year old Willo- 
dean Quinn and played Santa Claus to 
her. Instead of exchanging gifts as we 
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usually do, we appointed a committee 
to buy the things Willodean actually 
needed. 

An investigation was made and we 
found this child to be very intelligent 
and worthy of help, so a vote was taken 
and Willodean has been adopted by our 
group for the next four years. We have 
a definite promise of a business course 
and a job for her after she has completed 
at least two years of high school. 


St. Paul: The St. Paul Wholesale 
Credit Women’s Club held its January 
15th dinner meeting at the YWCA. 
Truman Reynolds, Secretary of the St. 
Paul Wholesale Credit Association, spoke 
briefly on the progress made by the 
association during the past year. 


The annual Christmas party of the 
St. Paul Wholesale Credit Women’s 
Club was held December 18th, at the 
home of our genial Vice-President, Miss 
Elsa Sternquist, who represents the Berc 
Fruit Company. 

A delicious smorgasbord luncheon was 
served to about forty members and their 
guests. 


Atlanta: December in Atlanta was 
“Know Your Association Month,” and 
the meeting of the Atlanta Wholesale 
Credit Women’s Association was held at 
the Association office, where Mrs. Car- 
men Dobbs gave a most interesting and 
informal talk, covering the history and 
development of the National Associa- 
tion, the services of the various depart- 
ments, and the need for cooperation 
among all members to really make the 
service work. 

The December social schedule also in- 
cluded a Christmas party at the home 
of Mrs. Marjorie Jennings on De- 
cember 20th. 


Boston: The 27th meeting and Xmas 
Party of the Credit Women’s Club of 
Boston was held Thursday evening, De- 
cember 11, 1947 at the Mary Stuart 
Dining Room. Twenty-three members 
attended. 

Each member brought a gift for a 
small girl or boy, and these gifts have 
been donated to the Children’s Hospital. 

A technicolor movie, “This is Louisi- 
ana,” was shown, after which the mem- 
bers participated in a Xmas Grab. 

The Christmas spirit prevailed, and an 
enjoyable evening was had by all. 


Dayton: The Dayton Credit Women’s 
Club gave a Christmas party on Decem- 
ber 11th for the members of the Dayton 
Association of Credit Men and _ their 
guests. Marshall Reed’s Orchestra 
played for dancing, and there was enter- 
tainment by Beth Ann Miller and the 
Four Sleepless Knights. 


Bridgeport: The Christmas party of 
the Bridgeport Credit Women’s group 


was held to celebrate not only Christmas 
but the Group’s third birthday, too. A 
three-tier cake was made and donated by 
the President, Hazel Riley, and the group 
presented a radio to the Margaret Ford 
Orphanage of Bridgeport, the Group’s 
pet charity. 

The guests were the original sponsors 
of the group—Mr. A. C. D. Bennett, 
Lillian M. Guth, Marie Ferguson and 
Marion King, and also Marian McSherry 
who helped to start the group’s flourish- 
ing scholarship fund. 


Minneapolis: The Christmas party of 
the Minneapolis Credit Women was held 
on December 9th. After dinner the mem- 
bers and friends enjoyed the singing of 
Christmas carols, greetings from other 
groups, exchanging of Christmas gifts 
and favors: and a special speaker for the 
occasion. Good work is being done on 
membership for the Association and cash 
awards are being offered to those obtain- 
ing the most new and renewal member- 
ships. 


Chicago: - Twenty-six credit women 
attended a three night courtesy lecture- 
discussion series class in Financial State- 
ment analysis given by Marjorie Guthat, 
CPA, one of the group’s members and 
an instructor at LaSalle Extension Uni- 
versity. 


Toledo: The Toledo Credit Women’s 
Group held its annual Christmas party 
on December 2nd. The evening was 
spent wrapping presents for the Little 
Sisters of the Poor. Each year the 
Group assumes the responsibility of pro- 
viding everyone in the institution, in- 
cluding the Sisters, with a Christmas 
gift. 


Philadelphia: The Philadelphia Credit 
Women’s Group and the Credit Men’s 
Association of Eastern Pennsylvania 
combined for a “Sleigh Bell Frolic” on 
December 13th. 


From the shores of Lake Erie 
In Cleveland’s own special way 
We extend our best wishes 
For a Happy Holiday. 


A season of blessings 
For all you hold dear 
And joys that will linger 
All through the year. 


May your winter be merry 
And when spring rolls around 
We hope each one of you 
Will be Cleveland-bound. 


Then we'll extend greetings in person 

‘To each one in May 

On the shores of Lake Erie 

In Cleveland’s own special way. 
—The Cleveland Credit Women 


Credit Executive Available—25 years diversified 
credit and financial management experience 1 
manufacturing and wholesale lines; sales-mind 
ed; college trained. Now employed. Box J-1, 
Credit and Financial Management. 
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Why a National Association of 
Business and Credit Managers? 


It is hard to understand why so 
many capable and intelligent men 
are sO narrow-minded in some 

* things. All too many business men 
operate under the false theory that through 
volume in sales at competitive prices they 
will surmount all obstacles. There is no 
limit to the amount they will pay their 
sales forces or for advertising to get 
increased sales, and yet they refuse to 
give proper consideration to internal dis- 
orders of greater and more far-reaching 
importance to business than a maximum 
amount of sales. 

We, as business men, have been in much 
the same position as a very fine salesman 
whom I knew. He was intelligent, ener- 
getic, a good mixer and of pleasing per- 
sonality, and he knew his firm to be of 
high repute; their merchandise was re- 
garded as of the best. As a new salesman 
he worked hard, yet his volume of sales 
was poor. Finally he decided to think 
things over carefully, to analyze his sales 
procedure and consider in every possible 
way the merchandise he had to sell. As 
a consequence he discovered that he lacked 
faith in himself and feared his own sales 
ability due to lack of thorough knowledge 
of the merchandise he sold. The result 
of his resorting to intelligent thinking 
was that he sold his most critical cus- 
tomer the largest order he had ever sold, 
and in sending the order to his firm he 
included a note on which was written these 
words “I never knew my own strength.” 


A Stabilizing Factor 


We have been like that salesman. We 
have failed to fully analyze and ap- 
preciate the true significance and latent 
possibilities of our Association. I con- 
sider a National Association of Business 
and Credit Managers not only of utmost 
importance to the welfare and prosperity 
of the businessmen of America, but also 
consider such an organization fundamen- 
tally essential as a means of stabilizing 
our nation’s business. The National Asso- 
ciation of Credit Men was founded in 
1896 and has been a powerful and con- 
structive force, fighting for the principle 
of “Safeguarding the Nation’s Business” 
for the past 51 years. 

Our Association was the result of in- 
telligent thinking by fair-minded business 
men who met for the purpose of formu- 
lating a bankruptcy law which they de- 
sired to submit to Congress and which 
would supplant the old judgment law 
in cases of insolvency. 

As & consequence of their discussions 
the men found so many things in common 
which were essential to the welfare of 
their business enterprises and reaped so 
much personal benefit from their dis- 
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cussions and associations with each other, 
that they decided to form a National 
Association. 


Three Primary Purposes 


The Association has three primary 
purposes : 

First: It is a business organization 
owned by manufacturers, wholesalers, job- 
bers, banks and financial institutions, pub- 
lic service organizations and insurance 
and accounting firms, who are concerned 
with the maintaining of good commercial 
laws, having adequate fraud prevention 
laws, and the highest possible standards 
of credit and financial management. 

Second: It is a professional Associa- 
tion of credit executives responsible for 
the investment of their firms working 
capital in readily convertible accounts 
receivable. 

Third: It includes a service organiza- 
tion controlled and operated by credit men 
to render assistance in the various com- 
plex phases of credit management, such 
as the exchange of credit information, the 
reorganization or liquidation of problem 
accounts and the collection of delinquent 
accounts. 

Today, our National Association has 
a membership of almost 28,000 business 
firms and is made up of 122 local Asso- 
ciations located in the major markets of 
the United States. 

All members are kept informed by pub- 
lications, letters and bulletins which are 
published regularly. 

Credit and Financial Management — 
your national monthly magazine, is a 
clearing medium for successful credit 
methods, sales and collection letters, eco- 
nomic reviews and comment, as well as 
information concerning activities of local 
Associations. 

Monthly Business Review — a special 
analysis of commerce trends and problems 
pertaining to credit and financial manage- 
ment issued monthly by our Executive 
Manager. 

Members Bulletin—issued monthly, pre- 
sents pertinent items of interest to mem- 
bers. 

Local publications, bulletins and letters 
report current local and regional activi- 
ties, progress, news and personal com- 
ments. 

Finally, the local directory or roster 
of membership, constitutes a “Who’s Who 
in Business and Credit Management,” 


as well as other data regarding the use 
and benefits of your membership. 
Regular forum and dinner meetings, 
round table discussions, industry group 
meetings, and lectures on subjects of 
vital and timely topics are held locally 
at regularly arranged intervals—also at 
annual regional or state conferences— 
and the annual National Convention. 


Business Contacts Invaluable 


It is only in an Association such as 
ours that an individual or firm has an 
opportunity to make his voice heard na- 
tionally and be able to develop and suc- 
cessfully accomplish his ideas. The bene- 
fit derived from meetings, forums, open 
discussions and acquaintanceship with ex- 
ecutives in all branches of industry is of 
inestimable value to your Association 
member and to your firm. 

Local Associations also have educa- 
tional programs whereby evening classes 
are arranged with colleges or efficient 
instructors hired to teach letter writing, 
accounting, credits, business management, 
public speaking and other subjects. Not 
only are the courses of great value to 
many of our Business and Credit Mana- 
gers but in addition offer business houses 
an opportunity to educate their junior 
executives in preparing them for positions 
of greater responsibility. Insurance com- 
panies’ representatives who are members 
of the Association form an Insurance 
Advisory Council and conduct special 
meetings and, provide literature helpful 
to business and credit managers in all 
fields of insurance coverage. 

In the brief space allotted me, it is not 
possible even to begin to tell you of all 
the opportunities that are yours, nor of 
the many benefits to be derived by your 
firm through active participation in the 
work of the various committees, and 
which enables you to promote and carry 
out your ideas in Association activities 
and direct service departments. 


Services Available 


Intelligegt and capable committees are 
essential for preparing and carrying out 
programs in Legislation, Educational 
Classes, Credit and Financial Research, 
Public Relations, Women’s Credit Clubs, 
Insurance Advisory Council, Credit De- 
partment Methods, Monthly meetings, and 
the State Conferences and National Con- 
vention. 

In the Direct Service Departments the 
Committees promote and help to improve 
our service work. 

The Adjustment Bureau handles Re- 
ceiverships, Trusteeships, Liquidations, 
Customer Rehabilitation, Investigations, 
and Fraud Prevention. 

The Collection Bureau has National 
Collection Service through use of Free 
Demand Letters, Free Demand Drafts, 
Collectographs and Traveling Collectors. 

The Credit Interchange Bureau fur- 
nishes Ledger Experience Reports, Local 
and National Clearance Foreign Trade 
Reports and Industry Credit Groups. 

We also have Associate Member, Good 


(Continued on page 40) 
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Credit Associations Affiliated — 






With NACM 


Listed by State and City, with Names of Associations, 
Their Secretaries, Addresses, and Telephone Numbers 


ALABAMA 

+Birmingham. Alabama Association 
of Credit Men. W. C. Darby, Secy.-Megr. 
1736 1st Ave. N., Birmingham 3. 7-1184. 


ARIZONA 

+Phoenix. Wholesalers’ Credit Asso- 
ciation of Arizona. E. W. Langford, 
Secy.-Mgr. P. O. Box 3513, Phoenix 2. 


ARKANSAS 

tLittle Rock. Little Rock Association 
of Credit Men. Mrs. Katherine Mosen- 
thin, Secy. 219 Pyramid Bldg., 221 W. 
2nd St. 2-5667. 


CALIFORNIA 

Fresno. Fresno Chapter, Credit Man- 
agers Association of Northern and Cen- 
tral Calif. Edwin W. Stroope, Secy. 513 
Mason Blidg., 1044 Fulton St., Fresno 1. 

***+Los Angeles. Los Angeles Credit 
Managers Association. A. D. Johnson, 
Secy. 1501-09 W. 8th St., Los Angeles 14. 
Fairfax 5451. 

***Oakland. Wholesalers Credit As- 
sociation of Oakland. Suite 218, Central 
Bank Bldg., 14th & Broadway, Oakland 
12. Glencourt 1-7518. 

**Sacramento. Sacramento Div. Credit 
Managers Association of Northern and 
Central Calif. 332 Forum Bldg., Sacra- 
mento 14. 3-5786, 7. 

t* **+San Diego. San Diego Wholesale 
Credit Men’s Association. L. Holtzman, 
Secy.-Mgr. 508 Commonwealth Bldg., 5th 
and B Sts., San Diego 1. Main 4191, 4198. 

***+San Francisco. Credit Managers 
Association of Northern and Central Cal- 
ifornia. O. H. Walker, Secy.-Mgr. 717 
Market St., San Francisco 3. Sutter 
1-3960. 

Stockton. Credit Managers Asso- 
ciation of Northern and Central Califor- 
nia, Stockton Chapter. J. D. Campbell, 
Secy.-Mgr. P. O. Box 1048. 


COLORADO 

***+Denver. Rocky Mountain Asso- 
ciation of Credit Men. J. B. McKelvey, 
Secy.-Mgr. 626-35, 810 14th St. Bldg., 
Denver 2. Tabor 1371. 


CONNECTICUT 

Bridgeport. Bridgeport Association of 
Credit Men. C. F. Johnsen, Secy. Bridge- 
port City Trust Co. 961 Main St., Bridge- 
port 3. 5-0121. 

Hartford. Hartford Association of 
Credit Men. E. J. Westelinck, Secy., c/o 
Peck-Stow-Wilson Co., Southington, 
Conn. Southington 274. 
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*—Has approved Adjustment Bureau ° 
**_Has Approved Collection Bureau 
+—Has Credit Interchange Bureau 
t—Has Collection Bureau 


New Haven. New Haven Association 
of Credit Men, Inc., W. E. Shea, Secy., 
c/o The Armstrong Rubber Co., West 
Haven, Conn. 

Waterbury. Waterbury Association of 
Credit Men. R. W. Brown, Secy., c/o 
Mullite Refractories Co., Seymour, Conn. 


DISTRICT OF COLUMBIA 

***Washington. Washington Associa- 
tion of Credit Men. J. H. Geiger, Secy.- 
Mer. 815 15th St., N.W., Washington 5. 
District 4346. 


FLORIDA 

ttJacksonville. Jacksonville Associa- 
tion of Credit Men, Inc. A. H. Dunlop, 
Secy.-Mgr. 400-404 Law Exchange Bldg. 
P. O. Box 1503. 

***+Tampa. Tampa Association. of 
Credit Men. Duval M. Smith, Secy. 312- 
315 Stovall Professional Bldg., Tampa 1. 
P. O. Box 2128. M-2413, 7647, 2581. 


GEORGIA 

***+Atlanta. Georgia Association of 
Credit Men. Mrs. Carmen A. Dobbs, 
Secy. 508-512 Whitehead Bldg., Atlanta 
3. Walnut 8325. 


IDAHO 

Lewiston. Lewiston Wholesale Credit 
Association. Frank Drong, Secy.-Treas. 
307 Breier Bldg. 


ILLINOIS 

***+Chicago. Chicago Association of 
Credit Men. James S. Cox, Exec. Mer. 
Rm. 456, Opera Bldg., 20 N. Wacker 
Drive, Chicago 6. Andover 5080. 

t7Peoria. Peoria Association of 
Wholesale Credit Men. Miss E. M. Dunn, 
Secy.-Mgr. 309 S. Jefferson St. 3-9285, 
3-6534. 

Quincy. Quincy Association of Credit 
Men. W. V. Petry, Secy., c/o Tenk 
Hardware Co. 

Springfield. Springfield Association of 
Credit Men. Miss Eda Mueller, Secy., 
c/o George A. Mueller Co. 7549. 


INDIANA 
Evansville. Evansville Association of 
Credit Men. Victor Ahrens, Secy. 415 
Hulman Bldg., Evansville 18. 8482. 
***Fort Wayne. Fort Wayne Associa- 


tion of Credit Men. Mrs. E. Nord, Secy. 
312 Transfer Bldg., Fort Wayne 2. An- 
thony 5485, 6. 

* **+Tndianapolis. Indianapolis Asso- 
ciation of Credit Men. Merritt Fields, 
Exec. Mgr. Peoples Bank Bldg., Indianap- 
olis. Market 4444. 

***South Bend. South Bend Associa- 
tion of Credit Men. Wesley C. Bender, 
Secy. 413 Whitcomb-Keller Bldg., South 
Bend 2. 

Terre Haute. Terre Haute Associa- 
tion of Credit Men. Miss Wanita Gil- 
christ, Secy., c/o Mid-Continental Petro- 
leum Co. P. 0. Box 298. C-2341. 


IOWA 

Burlington. Burlington Association of 
Credit Men. Jesse L. Thomas, Secy.- 
Treas. 614-16 Farmers and Merchants 
Bank Bldg. 188. 

tCedar Rapids. Cedar Rapids Associa- 
tion of Credit Men. Milo O. Hanzlik, 
Sec. 6154624 Higley Bldg. 2-2154. 

$Davenport. Tri-City Credit Men’s 
Association. H. B. Betty, Secy. Lane 
Bldg. 3-9777. 

***+Des Moines. National Associa- 
tion of Credit Men, Central Iowa Unit. 
Don E. Neiman, Secy.-Treas. 700 Walnut 
Bldg, Des Moines 7. 4-5285. 

* **+Sioux City. Interstate Association 
of Credit Men. Harold E. Dye, Secy. 
P. O. Box 1260, Sioux City 7. 5-5655. 

Waterloo. Waterloo Association of 
Credit Men. Craig H. Mosier, Secy. 507 
Commercial Bldg. 4609. 

* **+Wichita. Wichita Association of 
Credit Men. M. E. Garrison, Secy.-Treas. 
502-6 Bitting Bldg., Wichita 2. Long dis- 
tance, 274, Local, 3-1257. 


KENTUCKY 

* **Lexington. Lexington Credit Men’s 
Association. George C. Roberts, Sr., Dist. 
Mgr. 401 Bank of Commerce Bldg., Lex- 
ington 31. 53 and 54. 

* **+T ouisville. Louisville Credit 
Men’s Association. S. J. Schneider, Secy.. 
320 West Main St., Louisville 2. Clay 4471. 


LOUISIANA 

***+New Orleans. New Orleans 
Credit Men’s Association. F. L. Lozes, 
Secy.-Treas. 1007 Queen & Crescent 
Bldg., Camp St. and Natchez Pl., New 
Orleans 12. Magnolia 1701. 

Shreveport. Shreveport Wholesale 
Credit Men’s Association. John A. B. 
Smith, Secy.-Treas. 212 Ardis Bldg. 
P. O. Box 371. 6253. , 
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MARYLAND 

* **+Baltimore. Baltimore Association 
of Credit Men. George J. Lochner, Secy.- 
Mer. 403-404 Abell Bidg., 5 South St., 
Baltimore 2. Plaza 6708, 9, 10, 11. 


MASSACHUSETTS 

***+Boston. Boston Credit Men’s As- 
sociation. Arthur J. Duggan, Exec. Mgr. 
Rm. 1013, 294 Washington St., Boston 11. 
Liberty 2-2131. 

Springfield. Western Mass. Associa- 
tion of Credit Men. Robert Hutton, Secy. 
5-6 Court House PI. 

tWorcester. Worcester County Asso- 
ciation of Credit Men. Miss Sarah Bram- 
son, Secy. 311 Main St. 2-8404. 


MICHIGAN 

Bay City. See Saginaw-Bay City. 

*+Detroit. Detroit Association of 
Credit Men. L. E. Phelan, Secy. 2111 
Woodward Ave., Detroit 1. Randolph 
5390. 

**+Grand Rapids. Grand Rapids As- 
sociation of Credit Men. Edward De 
Groot, Secy. 602 Association of Com- 
merce Bldg., Grand Rapids 2. 9-3371. 

Jackson. Jackson Association of Credit 
Men. Leon H. Aubry, Secy. 2701 Glen- 
dale Rd. 

tKalamazoo. Credit Association of 
Southwestern Michigan. Roy T. Kieft, 
Secy., c/o A. M. Todd Co. P. O. Box 
711, Kalamazoo 99. 

Lansing. Lansing Association of Credit 
Men. K. E. Henderson, Secy., c/o Barker- 
Fowler Electric Co., 116 E. Ottawa St. 
2-1355. 

Muskegon. Muskegon Association of 
Credit Men. Tom Archambeau, Secy., 
c/o Lakeshore Machinery & Supply Co., 
400 W. Laketon Ave. 

Saginaw-Bay City. Northeastern 
Michigan Association of Credit Men. F. 
M. Carle, Secy. 2917 Congress St., Sag- 
inaw. 


MINNESOTA 

Duluth. Duluth-Superior _ District 
Credit Association. E. G. Robie, Secy.- 
Treas. 700 Christie Bldg., Duluth 2. 
Melrose 1791, 2. 

* **+Minneapolis. Minneapolis Associ- 
ation of Credit Men. Brace Bennitt, 
Secy. 502 Thorpe Bldg., Minneapolis 2. 
Geneva 8356. 

St. Paul. St. Paul Association of 
Credit Men. T. E. Reynolds, Secy.-Treas. 
ee Guardian Bldg., St. Paul 1. Cedar 
568. 


MISSOURI 

***+Kansas City. Kansas City Asso- 
ciation of Credit Men. J. N. Ham, Secy. 
a Grand Ave., Kansas City 6. Victor 
950. 

St. Joseph. St. Joseph Association of 
Credit Men. Miss Edna Dawson, c/o 
Dannen Grain & Milling Co., Lower 
Lake Rd. 

***+St. Louis. St. Louis Association 
of Credit Men. A. E. Fisher, Secy.- 
Treas. 1204 Paul Brown Bld., St. Louis 
l. Chestnut 6172. 


MONTANA 

***Billings. Montana-Wyoming Asso- 
ciation of Credit Men. W. E. Hargraves. 
Secy.-Mgr. P. O. Box 1395. 4148. 


NEBRASKA 

Lincoln. Lincoln Association of Credit 
Men. Mrs. Lois Young, Secy.-Treas., 
c/o Pegler & Co., 247 N. 10th, Lincoln 1. 

***+Omaha. Omaha Association of 
Credit Men. Gus P. Horn, Exec. Mgr. 
2nd Floor, Sunderland Bldg., 15th and 
Harney Sts., Omaha 2. Jackson 2480. 


NEW JERSEY 

*Newark. New Jersey Association of 
Credit Executives. W. H. Whitney, Exec. 
Mer. Rm. 800, 11 Hill St., Newark 2. 
Market 2-7242, 3. 


NEW MEXICO 
* **+ Albuquerque. Wholesalers’ Credit 
Association of New Mexico. H. V. Vance, 
Mer. 214 Korber Bldg. 6709, 6700. 
Santa Fe. Tri-State Association of 
Credit Men. W. M. Mason, Secy., c/o 
Santa Fe Hay & Grain Co. 


NEW YORK 

Albany. Eastern New York Associa- 
tion of Credit Men. Dana F, Reed, Jr., 
Secy., c/o Personal Finance Co. of New 
York. P. O. Box 725, Albany 1. 5-3373. 

Binghamton. Triple Cities Association 
of Credit Men. Mrs. Lucile Mielke, Secy. 
Mielke ABC Service Co., 308 Ackerman 
Bldg. 4-1955. 

+tBuffalo. Credit Men’s Association of 
Western New York. Ira D. Johnson, 
Secy. 50 Court St., Buffalo 2. Washing- 
ton 7018. 

Elmira. New York-Penna. Credit As- 
sociation. H. C. Ropp, Secy., c/o Credit 
Bureau of Elmira, Inc. Merchants Bank 
Bldg. 5248, 49, 40. 

*New York. New York Credit Men’s 
Association. Mortimer J. Davis, Exec. 
Mer. & Secy. 354 4th Ave., New York 
10. Lexington 2-7900. 

**+Rochester. Rochester Association 
Credit Men. Charles J. Briggs, Secy.- 
Mgr. Suite 408, 34 State St., Rochester 
4. Main 1560. 

* **Syracuse. Syracuse Association of 
Credit Men. Newton D. Bartle, Secy. 
Rm. 802, 224 Harrison St., Syracuse 2. 
3-3161. 

Utica. Utica Association of Credit 
Men. Irwin Evans, Secy., c/o Utica 
Credit Bureau, 8 Elizabeth St. 4-7166. 


NORTH CAROLINA 

Charlotte. Charlotte Association of 
Credit Men. S. E. Callahan, Secy., c/o 
Westinghouse Electric Supply Co. P. O. 
Box 1030. 


NORTH DAKOTA 

Fargo. Fargo-Moorhead Association 
of Credit Men. H. H. Berg, Secy. P. O. 
Box 1674. 

Grand Forks. Grand Forks Associa- 
tion of Credit Men. Oscar A. Odegaard, 
Secy., c/o Armour & Co. 


OHIO 

Akron. Akron Association of Credit 
Men. A. C. Mayer, Secy., c/o Standard 
Oil Co. P. O. Box 390. 

Canton. Canton Association of Credit 
Men. Lyle M. Denman, Secy., c/o Can- 
ton Provision Co., Carnahan Ave., N. E., 
Canton 5. 

* **+Cincinnati. Cincinnati Association 
of Credit Men. H. W. Voss, Secy. 722- 
25 Temple Bar Bldg., Cincinnati 2. 
Cherry 3841. 
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* **+Cleveland. Cleveland Association 
of Credit Men. K. S. Thomson, Exec. 
Secy. 410 Leader Bldg., Cleveland 14. 
Main 3471, 8360. 

Columbus. Columbus Credit Associa- 
tion. A. M. Sutherland, Secy., c/o Mills 
Mutuals, 22 E. Gay St. Adams 8233. 

***Dayton. Dayton Association of 
Credit Men. C. L. Fryman, Secy. 303 
Eleven W. Monument Bldg., Dayton 2. 
Fulton 4612, 1584. 

ttToledo. Toledo Association of 
Credit Men. Russell Melone, Secy.-Mgr. 
316 Commerce Bldg., Toledo 4. Main 
7293. 

Youngstown. Youngstown Association 
of Credit Men. Carl M. Wolter, Secy. 
Rm. 203, Schween-Wagner Bldg., Youngs- 
town 3. 6-1828. 


OKLAHOMA 

*tOklahoma City. Oklahoma Whole- 
sale Credit Men’s Association. J. M. Cole, 
Secy.-Mgr. 607 Tradesmen’s National 
Bank Bldg. 3-1342, 3. 

Tulsa. Tulsa Wholesale Credit Man- 
agers’ Association. R. J. Christian, Mgr. 
210 Midco Bldg., 302 S. Cheyenne Ave., 
Tulsa 3. 2-4411. 


OREGON 

* **+Portland. Portland Association of 
Credit Men. E. W. Johnson, General 
Manager. Allan C. Hopkins, Secy. 337 


Pittock Block, Portland 5. Broadway 
0541. 

PENNSYLVANIA 

tAllentown. Lehigh Valley-Berks 


Credit Association, Inc. J. H. J. Rein- 
hard, Secy.-Mgr. 302-3 Hunsicker Bldg. 
9879. 

Erie. Credit Managers’ Association of 
Erie. Philip Kuntz, Secy., c/o Erie 
Window Glass Co. 13th and State Sts. 

Harrisburg. Credit Men’s Association 
of Eastern Penn., Central Pa. Division. 
James E. Jones, Chairman, c/o Central 
Iron & Steel Co., S. Front St. 

Johnstown. Credit Association of 
Western Penn. Miss Eva McCaffrey, 
Mgr. 634 Swank Bldg. 

Philadelphia. Credit Men’s Associa- 
tion of Eastern Penn. J. Stanley Thomas, 
Secy. 703 Bailey Bldg., 1218 Chestnut 
St., Philadelphia 7. Pennypacker 5-4811, 
2. 


* **+Pittsburgh. Credit Association of 
Western Penn. H. M. Oliver, Exec. Mer. 
701 Commonwealth Annex, Pittsburgh 22. 
Atlantic 6822. 


RHODE ISLAND 

***Providence. Rhode Island Associa- 
tion of Credit Men. H. T. Farrell, Exec. 
Sec. 87 Weybosset St., Providence 3. 
Gaspee 9132, 3. 


SOUTH DAKOTA 

Sioux Falls. Sioux Falls Association 
of Credit Men. Mrs. Zella Hansen, Secy., 
c/o Brown & Saenger Co. 6200. 


TENNESSEE 

* **+Chattanooga. Chattanooga Asso- 
ciation of Credit Men. G. Royal Neese, 
Secy. 1124 Hamilton National Bank 
Bidg., Chattanooga 2. 6-2428, 6-3033. 

+Knoxville. Knoxville Association of 
Credit Men. W. A. De Groat, Secy.-Mgr. 
203 Fidelity-Bankers Trust Bldg. P. O. 
Box 2188. Knoxville 12. 3-2213. 
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* **+Memphis. Memphis Association of 
Credit Men. E. C. Correll, Secy. 802 
McCall Bidg., Memphis 1. 8-2155, 6, 7. 


TEXAS 

* **+ Amarillo. Tri-State Association of 
Credit Men. Mrs. L. McGavern, Mgr. 
113 W. Sth St. or P. O. Box 1820. 
9816, 7. 

Austin. Austin Wholesale Credit 
Men’s Association. H. C. Barnhart, Secy.- 
Mgr. P. O. Box 1016. 

***+Dallas. Dallas Wholesale Credit 
Managers’ Association. Paul A. Kerin, 
Secy. Thomas Bldg., Dallas 1. Central 
6273. 

* **+El Paso. Tri-State Association of 
Credit Men. J. L. Vance, Secy.-Mgr. 
418 Martin Bldg. 2-4645. 

Fort Worth. Forth Worth Association 
of Credit Men. J. H. Murphy, Secy. 
1810 Belmont, Fort Worth 6. 6-2101. 

t+Houston. Houston Association of 
Credit Men, Inc. R. E. Boeger, Secy.- 
Mer. 919 M & M Bidg., Houston 2. 
Preston 6336. 

tSan Antonio. San Antonio Whole- 
sale Credit Men’s Association. James 
Caldwell, Secy. 901-2 Alamo National 
Bidg., San Antonio 5. Cathedral 7106, 7. 

Waco. Waco Wholesale Credit Men’s 
Association, Inc. O. B. Lusk, Secy.- 


Treas., c/o Clinton Mfg. Co. P. O. Box 
609. 


UTAH 

***+Salt Lake City. Intermountain 
Association of Credit Men. D. K. Porter, 
Secy.-Mgr. P. O. Box 866, Salt Lake 
City 10. 4-6457. 


VIRGINIA 

Bristol. Appalachian Association of 
Credit Men. G. D. Helms, Secy. P. O. 
Box 333, Bristol, Va.-Tenn. 1169, 3200. 

Norfolk. Norfolk Tidewater Associa- 
tion of Credit Men. Simon Katz, Secy., 
c/o Southern Packing Corp., 9 Newcastle 
St., Norfolk 10. 2-4468. 

* **+Richmond. Richmond Association 
of Credit Men. Harry Boswell, Secy. 
P. O. Box 1178, Richmond 9. 2-0111. 

tRoanoke. Roanoke Association of 
Credit Men. C. H. Hearing, Mgr. P. O. 
Box 2045. 2-3137. 


WASHINGTON 


Bellingham. Bellingham Association 


of Credit Men. W. F. Fisher, Secy.-Mgr. 
520 Bellingham National Bank Bldg. 702. 

***+Seattle. Seattle Association of 
Credit Men. C. P. King, Secy.-Mgr. 6th 
Floor, Marion Bldg., Seattle 4. Seneca 
2400. 

Spokane. Spokane Merchants Asso- 
ciation. C. O. Bergan, Secy. 718 Realty 
Blig. Spokane 8. Main 1377. 

***Tacoma. Tacoma Association of 
Credit Men. M. J. Davies, Secy.-Mgr. 
P. O. Box 1346, Tacoma 1. Main 215]. 


WEST VIRGINIA 

tCharleston. Charleston Association 
of Credit Men. Ralph H. Smith, Secy. 
P. O. Box 926, Charleston 23. Capitol 
3-4525. 

t+Clarksburg. Central W. Va. Credit 
& Adjustment Bureau. U. R. Hoffman, 
Secy. & Mgr. 408-9 Union National Bank 
Bldg. 1622. 
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+Huntington. Tri-State Association 
of Credit Men. C. C. Harrold, Secy.- 
Treas. and Mgr. Box 1120, Huntington 
14. 

Parkersburg. Parkersburg-Marietta 
Association of Credit Men. A. G. Bueter, 
Secy., c/o Monongahela Power Co., 810 
Market St. 

t+Wheeling. Wheeling Association of 
Credit Men. 206 National Bank of W. 
V&. Bldg. 1732, 3. 


WISCONSIN 

* **+Green Bay. Northern Wisconsin- 
Michigan Association of Credit Men. R. 
C. Creviston, Secy.-Mgr. 605 Bellin Bldg. 
Adams 256. 

* **+Milwaukee. Milwaukee Associa- 
tion of Credit Men. H. S. Garness, Secy.- 
Mer. 632 Milwaukee Gas Light Co. Bldg. 
Milwaukee 2. Daly 6062. 

tOshkosh. Central Wisconsin Associa- 
tion of Credit Men. Charles D. Breon, 
Secy. 305 First National Bank Bldg. 
Stanley 154. 


TERRITORY OF HAWAII 

Honolulu. Honolulu Association of 
Credit Men. A. A. Smith, Secy., c/o 
Credit Bureau of Hawaii. P. O. Box 174. 
Honolulu 10. 


Why a National 
Association ? 
(Continued from page 37) 


Fellowship, Bowling and Golf, and Mem- 
bership Committees, all of which are 
highly important to an active and pro- 
gressive Association. 


Legislative Achievements 


In discussing our activities I have pur- 
posely left our most important activity— 
Legislation—until last. The first major 
triumph of the National Association of 
Credit Men was the enactment of the 
National Bankruptcy Act of 1898. In 1938 
this law was modernized by the Chandler 
Act. The fraud prevention program ot 
your Association has recovered millions 
of dollars in concealed assets from fraudu- 
lent failures for the benefit of creditors— 
over 1700 commercial crooks have been 
convicted and many rackets put out of 
business. 

As a result of a campaign for Bulk 
Sales Laws in every state, our Credit 
Associations have prevailed upon all 48 
states to enact Bulk Sales Laws. 

Since 1900 your Association has con- 
ducted a persistent legislative campaign 
which has resulted in 45 states placing 
Fictitious Name Laws upon their statute 
books. This has provided a reliable rec- 
ord of those responsible for the indebted- 
ness of business operating under assumed 
names. 

Through the efforts of your Association 
39 states have placed False Financial 
Statement Acts on their Statute books. 
This has been supplemented by the Fed- 
eral Law against the use of the mails 
to defraud. 

Your Association strongly supported 
the passage of the Federal Reserve Bank- 
ing Act. 


Iowa and Nebraska have passed par 
payment of check laws while other states 
with the help of the National Association 
are endeavoring to get Par Payment laws 
in all states. This law alone means the 
saving of thousands of dollars to business 
men of all types, as well as the general 
public. To large wholesale houses who 
paid $100.00 to $300.00 per month ex- 
change fees, it will mean savings of from 
$1000.00 to $3600.00 or more yearly. 

Continuously, since its organization in 
1896, these local Associations have en- 
deavored, and continue their effort to ob- 
tain uniform laws, and the modernization 
of existing laws, for the benefit of busi- 
ness, such as Bulk Sales, False State- 
ments, Chattel Mortgage, Fair Trade 
Acts, Conditional Sales, Bonds on Con- 
tractors, Negotiable Instruments, Trust 
Receipts, Bad Checks, Mechanics’ Liens 
and innumerable others, that make pos- 
sible commerce on a nation-wide basis, 
with security and profit. 


Has Government’s Confidence 


As our Association has grown from a 
small group to a membership of almost 
28,000 firms within the past 51 years, not 
only have we accomplished a great deal 
for the welfare of business in legislation 
and credit methods, but tremendous prog- 
ress has been made in the practical de- 
velopment and education of business and 
credit executives through Association ac- 
tivities. Since through our accomplish- 
ments we have won the respect and con- 
fidence of our National Government, and 
as our membership is of a size that is 
entitled to National recognition as repre- 
senting our country’s business, it is time 
that we take definite action in matters 
which affect the very foundation of our 
National business structure so that busi- 
ness can develop and our people plan 
their futures with a proper sense of sta- 
bility and security. 

Of these problems I consider taxes, 
monopolies, a top heavy and too expensive 
governmental body and lack of public 
interest in Government as the most funda- 
mental and vital to our National welfare. 
During the past ten years our Association 
has published articles pertaining to tax 
problems, we have had discussions and 
speeches in local meetings, state confer- 
ences and National Conventions; how- 
ever, no steps have been taken to make 
a national survey of the tax situation or 
for drawing up or making plans to change 
our tax structure so that it would be 
applicable fo our present day needs. 

It is understandable why out law mak- 
ers will not change our tax structure of 
their own volition, and why the citizens 


‘of our Nation, who are not as a whole 


familiar with tax matters and have no 
national civic organization, do not under- 
take a local, state and national tax re- 
vision program. If proper tax laws are 
to be put into effect, therefore, it will 
need be through the efforts of the business 
men of America and their logical source 
of procedure would be through their own 
national business organization—The Na- 
tional Association of Credit Men. 
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